


THE SPECTATOR 


iN 


=) 


ib. 


Reg. U. S. Pat. Off. No. 276867 


THE BUSINESS PAPER OF INSURANCE 


DIVISION OF UNITED BUSINESS PUBLISHERS, INC, 








Volume CXxXvI > : 
New York and Chicago, Thursday, May 21, 1931 “eur Getane Vee 


Number XX! 
2S ae TT ea a 














Qt) 
Features This Week 


I About Income Insurance 


{ Symposium That Includes a Brilliant Exposition 
of How This Coverage Can Be Sold to Women: a 
Strong Sales Letter; Ideas for Newspaper Copy and 
Layout, and a Monthly Calendar Featuring the Solici- 
tation of Income Insurance for June. 


q Casualty Insurance in the United States 


A Table Listing the Financial Standing and Showing 
the Results of 1930 Operations of Two Hundred and 
Sixty-Three Companies Writing Casualty. Surety. and 
Miscellaneous Lines. 


q This Jonequer Business 


\ Contribution by Clifton P. Mayfield to the Lively 
Controversy Raging Over the Practices of the Life 
Underwriter Who Was Kicked Out of the Office of 
Volatile Aesop Glim. 


q Reports of Conventions 


The Accounts of Staff Writers of the Casualty Actu- 
arial Society at Boston; the Medical Section of the 
American Life Convention at Washington and the 
Home Office Life Underwriters at Hartford. 
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ACHIEVEMENT 


Reliance was the first company to reach 
a total of $400,000,000 insurance in 
force .. . without consolidating with any 
other company or engaging in group or 


re-insurance .. . in its first 25 years. 
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This Week: 


@ Superintendent George S. Van Schaick 
seized the New York fire and casualty 
fraternity by its ears in his recent lecture 
on rating and commission practices. Read 
in the casualty news section what the 
casualty men have to say about the liberties 
allowed marine underwriters. 


* « * 


@ Sophie Bliven quotes Ruskin: “The 
greatest thing any living soul can do is to 
see something clearly and tell it plainly.” 
She had done exactly this in her article 
on income insurance for wemen. Also on 
this subject: A sales letter and a pair of 
pulling ads. 


* * 


@ H. S. Jonequer finds a friend and de- 
fender in Clifton P. Mayfield. By this 
time you must know Jonequer. He’s the 
agent who stirred the wrath of Aesop Glim 
when he tried to sell him a “bond” that 
turned out to be a life insurance policy. 
Now was that nice, or wasn’t it? 


Next Week: 


@ The big feature is the Special Lines 
Sales Section. Fire and casualty agents 
will find a wealth of helpful material in 
this number which aims to boost premium 
volume by promoting the sale of the 
underdeveloped fire and casualty allied 


coverages. 
:* = & 


@ Is the training we give our life insur- 
ance agents too fancy? We print an 
ironic letter from an agent who thinks 
there is too much fuss and feathers to 
“programming.” 

os 7 * 


@ For those who couldn’t get to the con- 
ventions our staff writers will report the 
Health and Accident Underwriters Con- 
ference and the Syracuse meeting of the 
New York State Local Agents. 












Suicide for Insurance 


HE man who takes a life insurance policy enters into a 

combination with fellowmen to protect his dependents or 
estate against the unforeseen loss occasioned by his death. 
The fundamental structure of life insurance rests upon the 
fact that the length of life of an individual cannot be fore- 
told. The mortality tables are based upon averages proved 
by time to measure accurately the mass rate of death. It 
has been proved that the death chance of men of average 
health is a definite quantity. By use of past experience 
with the natural law, men have been able mutually to ac- 
cumulate resources which are available for use at need by 
their various members. When a member deliberately and 
with forethought conspires to extract from the pool more 
than his share, or before Providence requires of him an ac- 
counting, he is taking money which he has not earned and 
is a thief. As such he should be amenable to the laws of 
nation and State. In all save one instance, the stealer of 
life insurance funds is punishable and accountable to the 
law. The one exception is suicide. 

When a man with a life insurance policy is faced with 
financial reverses and is too cowardly to stand the con- 
sequences, he has an inclination to take his life, feeling that 
by so doing he is acting to benefit his family. He fails to 
consider that by unnaturally terminating his span of life, 
he adds to the stigma of cowardice which his family must 
bear, that of robbery of life insurance funds which is cer- 
tainly just as chargeable to him as though he had held up 
an employee of a life insurance company on the way to the 
bank with the premiums of his associates. Life insurance 
companies have paid to these theives in the past two years, 
millions of dollars which belong to the potential widows 


and orphans of others of their policyholders. 
T.J.V.C. 
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STATE supervision of insur- 
ance was primarily instituted 
: to secure the protection of the 

ships public from the danger of 
being swindled by fraudulent insurance companies, 
which overrun the country a few decades ago. As 
to this purpose, John E. Sullivan, now bank commis- 
sioner and formerly insurance commissioner of New 
Hampshire, says that: “The designed intent has be- 
come very effective, but is not yet 100 per cent in its 
effectiveness, since there are still a limited number 
of unauthorized insurance companies that are today 
operating in our State in a questionable manner.” 
Those who recall the conditions existent, say thirty 
to thirty-five years ago, will readily agree with Mr. 
Sullivan so far as the great improvement in the char- 
acter of the protection afforded the people is con- 
cerned. While political party exigencies have 
influenced more or less the appointment of supervis- 
ing officials in many states, it is nevertheless true 
that those having appointive power are much more 
careful than formerly in selecting their appointees. 
Wide discretionary powers are granted to state in- 
surance officials in numerous states, and the superin- 
tendent is frequently called upon to act as “judge, 
jury and attorney for the complainant,” as Commis- 


Insurance 
Commissioner- 


sioner Sullivan puts it. The necessity for selecting 
honorable and intelligent men to fili such offices is 
being recognized to a constantly growing degree by 
Governors having appointive powers. 





* * * 


WE frequently have heard 
insurance agents round- 
ly denounce what are 
termed newspaper acci- 
dent insurance policies, that is policies covering cer- 
tain accidents which are issued by newspapers to 
their readers who simply have to clip an application 
from the paper and send it with a dollar enclosed. 
In due course a policy is received by the reader 
which insures him for a year. We are here present- 
ing no brief pro or con on the question, but we are 
impressed by the way in which one well known in- 
surance man has met such competition. 

In the May number of the Employers Pioneer, the 
house organ of the Employers’ Liability Assurance 
Corporation, Ltd., of Boston, George Brown, of De- 
troit, secretary of the National Association of Acci- 
dent Managers, writes on “Newspaper Accident 
Policies.” Mr. Brown has been selling accident in- 
surance for twenty years and it is our opinion that 
he needs no one to tell him how to do it. He says 
it is absurd to jump on newspaper accident policies 
for, he asserts, they are the biggest kind of help in 
placing full cover stock company insurance if the 


Newspaper 
Accident Policies 


Editorial 





With the Editors 





regular accident man will take advantage of the sell- 
features dropped in his lap without costing him a 
nickel. 

That may sound a bit strange, but Mr. Brown ex- 
plains. He has a made a thorough investigation of 
this form of insurance and has found that there is 
no fake or deception about it. The newspapers tell 
just what it is and in fact make it plain that it is a 
travel policy. But in doing this, he points out, they 
advertise the need of accident insurance and give it 
a widespread publicity that no agent or even com- 
pany could afford to undertake. The wise insurance 
agent, he says, should take advantage of that pub- 
licity instead of objecting to it. He should show 
the man who has one of the newspaper policies what 
a complete coverage accident policy would do for 
him. He suggests this as a short and snappy sales 
talk: “You have a newspaper accident policy haven't 
you, Mr. Doe? Fine! They’re wonderful value for 
a dollar but why not add a few dollars to the one 
you already invested and buy a policy that covers 
you at work, in the shop and during recreation all 
hours of the day and night anywhere and every- 
where? No, no, the newspaper policy is only a 
traveling policy. You must be in the open when you 
get hurt.” 

In insurance the best way to meet competition is 
by competition and if you can use the other fellow’s 
weapons to your own advantage so much the better. 

* * * 


THE report of Roger B. Hull, 
managing director and gen- 
eral counsel of the National 
Association of Life Under- 
writers, to the board of 
trustees and executive committee of that organiza- 
tion at its mid-winter meeting in Atlantic City, 
shows the National Association to be in about the 
healthiest condition in its history. The managing 
director reviewed a half a year of the most fruitful 
work, a period during which the traveling school 
has proved its worth, during which the Sales Con- 
gress idea has been carried to heights never before 
attained and during which the Department of the 
American Family, under the direction of Mrs. W. S. 
Pritchard, has instituted a great work for life insur- 
ance extension. 

It is significant to note that in a year of depres- 
sion, when associations in other industries were 
hard put to continue their existence, losing in many 
cases as much as 50 per cent of their membership, 
the life underwriters’ associations grew and flour- 
ished. The National Association treasury reflects 
its present strength; its membership a glowing 
tribute to its managers and to the wisdom of the 
life underwriters of the country. 
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OWN in the foothills of the Ap- 
palachian Mountains, where I 
was born and brung up, there is a little 
village that is today very much the 
same as it existed when Fort Sumpter 
was fired upon. It is not, however, a 
village to the homefolks. It’s “town” 
and is so called by every inhabitant of 
the county. Of course a weekly paper 
is published there, chronicling the news 
of births and deaths, marriages and 
elections, and I read every issue with 
great interest. This paper has a 
special hold upon me because my father 
used to publish it and many’s the 
watermelon I’ve eaten, many’s the cord 
of wood I’ve split, all acquired in settle- 
ment of subscription bills. 

* * * 


HIS paper, however, fails to render 

full service to its Northern and 
Western readers. Every news item of 
importance is known throughout the 
country-side, to its minutest detail, 
before the “Courier” is off the press. 
Why print a lot of facts that everybody 
already knows? Consequently, I am 
often confronted with items something 
like this: “Little Jim Conklin shot and 
killed Lon Durden at Bucktown last 
Thursday. He is being held for the 
Grand Jury.” 

co aS * 

OW this is a common tendency, 
N not confined to the editor of my 
home town paper—that of assuming 
that everyone else must be familiar 
with those things so glaringly obvious 
to ourselves. It is a tendency which 
makes failures out of a great many 
persons who choose teaching for a 
eareer. It is not unknown in the field 
of life insurance training, where ex- 
perts are prone to take a hop, skip and 
a jump over fundamentals and follow 
up with a period of intensive cramming 
on the finer points of life insurance 
selling. Very often new agents who 
have never mastered the multiplication 
tables are called upon to do sums in 
long division. 

* * * 

HIS condition is suggested by a 

facetiously written letter just re- 
ceived from a life agent who takes a 
crack at “programming.” He tries the 
system out in his son-inlaw’s general 
store on a customer who wanted to buy 
a pair of suspenders and in the end 
wonders whether he had not better 
just go on selling policies like he has 
always done. Read this letter in next 
week’s issue and see if you agree that 
programming has been overstressed— 
or is the agent under trained? 
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ETURNING to the office from the 

court room a few days ago I was 
delighted to find on my desk a hand- 
somely bound and illustrated book of 
some 363 pages entitled “A Century 
in Hartford,” my friend on the left 
who will have his joke, no matter how 
it cuts, remarked that he imagined I 
had been writing my autobiography. I 
repulsed his sarcasm with an honest 
and manly indignation. The book is a 
history of the Hartford County Mutual 
Fire Insurance Company and was writ- 
ten by Colonel Charles W. Burpee 
whom I have had the pleasure of know- 
ing for a number of years. 


* =& »*® 


O attempt to review this splendid 

volume in a column would be 
absurd. It is, as the title page says, a 
history of the Hartford County Mutual 
Fire Insurance Company in relation to 
the Hartford years of local and na- 
tional progress and experiences and the 
world development in invention and 
discoveries—the age of marvels. That 
is an ambitious sub-title but anyone 
who knows Colonel Burpee realizes that 
he is well qualified to make the most 
of it. 


* +. * 


HE Colonel had left his position 

as managing editor of the Hart- 
ford Courant before I became a mem- 
ber of the staff of that paper but he 
never lost his personal interest and so 
we saw a great deal of him. Also 
whenever there arose some question 
which no one else could answer it was 
the usual thing to call him up at his 
house on Forest Street and ask him. 
And he always knew. I should per- 
haps add that if Frederick E. Norton 
was still in the office when information 
was desired there was no reason to 
call up anyone else as a rule. 


7 * * 


HE Hartford County Mutual was 
organized in 1831. It operates only 
in Connecticut and its distinguished 
career of a century is a tribute to the 
men who have directed its affairs. 
During the first year of its existence 
it paid total losses of $12. Expenses 
amounted to $179. The record shows 
that the receipts of the company dur- 
ing its second year rose to $272.72, that 
there were no losses and that expenses 
shrunk to $113.80. That happy state- 
ment, “no losses,” was again written 
in the third annual statement. 
The volume is replete with fascinat- 
ing photographs and prints of both 
old and new Hartford. 











UPERINTENDENT George S. Van 

Schaick’s Metropolitan debut must 
certainly be described as both a critical 
and box office success. Gathered to 
hear (and applaud) him was a large 
and distinguished group-titular and 
factual leaders in the fire and casualty 
insurance world of New York. They 
listened most intently to everything he 
had to say. Most of them have since, 
publicly or privately, heartily en- 
dorsed Mr. Van Schaick’s performance. 
The insurance press has been practi- 
cally unanimous in its commendation 
of the New York _superintendent’s 


stand. —a 


T is not always so when insurance 
commissioners set out to lay down 
the law. They are sometimes inclined 
to be over-zealous in the prosecution of 
their duties (duties which are not al- 
ways clearly defined) and there is a 
natural tendency on the part of the 
men in the business to regard with 
some suspicion the motives of tempo- 
rary appointees to political office. Mr. 
Van Schaick, however, was unusually 
favored in several respects. In the first 
place, the personality of the man is one 
to inspire confidence. Secondly, as the 
New York Superintendent, he is tra- 
ditionally representing an office which, 
because of its capable incumbents dur- 
ing the past decade, has won the re- 
spect and cooperation of all insurance 
men practicing under its jurisdiction. 
Mr. Van Schaick’s present role is one 
made famous by such distinguished fig- 
ures as Behan, Conway, Beha, Stod- 
dard and Phillips. 
* ok ok 
UT happiest of all was the issue 
which Mr. Van Schaick chose for 
his first important public pronounce- 
ment. The truth of the matter is, the 
best element in the fire and casualty 
business was glad to see the superin- 
tendent swing into action. Observance 
of the rating laws is just as necessary 
for the protection of insurance com- 
panies as it is for the insuring public. 
The schedules arrived at by the recog- 
nized rating bodies are predicated on 
scientific bases. The rates, presum- 
ably, are loaded for a modest profit for 
normal years. Widespread violation of 
these rates at a time when the moral 
hazard is unduly high, the volume of 
desirable business somewhat decreased 
and security prices sub-normal, is sheer 
suicide. In the morgue of the State 
Insurance Department they are always 
busy polishing up tablets that mark 
the spot where the remains of rate- 
cutting companies ultimately recline. 









Sell Income Insurance 
to Women 


Over Eight Million Listed as Salary 
Earners in U.S. Census Report; Major- 
ity Are Excellent Annuity Prospects 


By Sopuiz BLIVEN* 
Manager Women’s Agency, Penn Mutual Life 


The subject of Insurance needs—the 
importance of selling through the un- 
covering of needs—has been discussed 
in its many and varied phases at every 
National Convention and Sales Con- 
gress for the last ten or twelve years, 
with the dominant note protection for 
the family. Yet in all this time I do 
not recall the problem of the business 
and professional woman having been 
discussed, and each year I have won- 
dered why. 

Consider the host of business and 
professional women who form a rec- 
ognized part of our economic life to- 
day. Have we given due and careful 
consideration to their problem? Have 
we uncovered their needs and assisted 
them to underwrite those needs? Ac- 
cording to the 1920 census figures 8,- 
500,000 women were employed in the 
United States, and of that number, 
3,417,000 were between the ages of 25 
and 44; 1,352,479 between the ages of 
45 and 64. In Philadelphia, 176,830 
widowed, single and divorced women 
employed, 15,628 listed under the 
Trades which included Real Estate, In- 
surance, Saleswomen, and so forth. 
Estimates made in 1928 for the city of 
Philadelphia show 244,000 employed 
women, including the married women. 
Certainly the figures will be no less for 
1930, and what a challenge they pre- 
sent to life underwriters! 

Perhaps when you consider financial 
plans for a young business woman, you 
think, Oh, well, she will soon marry 
and her husband should be the one to 
have the life insurance. That is ab- 
solutely true; and yet, is it not also 
true that a self-completing savings 
fund in the form of an endowment 
would be the best savings plan that the 
Junior Business Girl could adopt? She 
will thereby learn something of thrift, 
and, later, when you solicit her hus- 
band, she will understand and be in 


*An 
State 


address delivered before the Tri- 
Sales Congress, Philadelphia. 


sympathy with your program—an ally, 
rather than a hindrance. 

Lead the Junior Business Girl to- 
ward a Bag of Gold. Show her that 
with her first deposit, the company 
labels a Bag of Gold for her, writes 
her name on it and also her mother’s 
name on it. Show her that systematic 
saving means ownership of the Bag of 
Gold 10, 15, 20 or 30 years hence, to 
do with as she chooses, to spend for 
that longed-for trip to Europe. Should 
anything happen so that this Bag of 
Gold does not go to her, she is de- 
lighted to know that it will go to her 
mother. 


Women Are Thrifty 


All girls have a feeling that they 
should save something, perhaps due to 
home or school training, perhaps be- 
cause of the urge of our present-day 
thrift advertising. But saving is so 
hard and there are so many pretty 
things wanted, and so many good times 
to enjoy, and yet the idea of having 
$1,000 to do with as she pleases makes 
a strong appeal to any girl. If, there- 
fore, we can show her how to accum- 
ulate this $1,000 through one of the 
plans offered by an insurance company, 
we help to establish the habit of thrift. 
The regularity of saving and the fact 
that it is not quite so easy to with- 
draw the money from the insurance 
company as from the ordinary savings 
fund, means that the account will be 
kept up. We have thus helped to lay 
the foundation on which to build her 
own retirement income, or, if she has a 
family, a program of monthly income. 

Important as is this phase of our 
business from the standpoint of edu- 
cating our women folk to an appre- 
ciation and understanding of life in- 
surance thrift, by far the most impor- 
tant, and far reaching, from an eco- 
nomic standpoint, is the solution of- 
fered to the financial problem of the 
business and professional woman. 


Miss Sophie Bliven 

Women in great numbers, as we 
have said before, are in the business 
world today. As teachers, lawyers, doc- 
tors, nurses, executives in the commer- 
cial and banking world, women each 
year are playing an increasingly im- 
portant part. This is really the first 
generation of the business woman. In 
the past, women have been in the home, 
provided for by father or brother. To- 
day they are independent economic 
units with earnings almost commen- 
surate with those of men. Yet, how 
many of these women have realized the 
importance and the necessity of build- 
ing for future income? 

Isn’t that the biggest problem of the 
business or professional woman and 
one which we as life underwriters can 
help her solve, for we can underwrite 
her program of life with a definite 
guaranteed monthly income. 

As protection ot wife and children 
is the outstanding need of the man 
with a family, so protection for the 
woman, herself, in her later years, is 
the need of every independent business 
woman. 

Who is to pay her salary when she 
can no longer take her place in the 
business world? This problem should 
be faced, for each year it becomes 
more difficult for the woman in her 
fifties to get a position. Even capable 
women who have held executive posi- 
tions are faced, after years of faith- 
ful service, with a loss of their posi- 
tions. The tragedy to those of us who 
work a great deal among women is the 
woman of 55 or 60 who realizes, all too 
late, that her small savings of a few 
thousand dollars will not give her a 
competency. This does not mean that 
she not been thrifty, that she has not 
expended her money in worth while 
causes, possibly educating a brother or 
sister, a niece or nephew, or having 
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provided a home for her mother. BUT 
IT DOES MEAN that she has left 
herself entirely out of her own budget, 
that she has been fair to everyone but 
herself. While doing these other worth 
while things, she sti!l must make pro- 
vision for herself. Who else will do it? 
Who is to provide that salary check 
for her at 55 or 60? The question of 
whether she will be happy or unhappy 
then, whether she will be dependent or 
independent, whether she will be 
wanted or not wanted by her friends or 
relatives, depends absolutely on her 
plans now. 

We have in the deferred annuity con- 
tracts (retirement annuities or what- 
ever name your company gives such 
contracts) an ideal solution for this 
problem. As one actuary expressed it, 
“the primary purpose of a deferred or 
retirement annuity is to provide a 
maximum amount of income during old 
age at the minimum cost, other benefits 
being of minor importance.” 

Just a word of warning, never sell a 
woman such a contract if there is an 
insurance need, but for the vast major- 
ity of cases this contract fits an exact 
need and answers a specific purpose. 


Sell Independence 

Income for the future which will 
enable a woman to maintain a desired 
standard of living, independence which 
means so much to her today, security 
and peace of mind, these are the things 
we sell in a life income contract. 

While the figure side of these con- 
tracts is important, because women 
wish to see, and rightly so, just what 
they may expect from their savings, 
it is not the figure side alone that 
activates women to buy. 

Show a woman rather, that this plan 
enables her to be as independent then 
as she is now. Show her that this in- 
come is guaranteed and in spite of 
business depressions, or market fluctua- 
tions her income remains the same, 
that there is no investment or reinvest- 
ment problem, that there is no worry, 
that this check will come each and 
every month as long as she may live. 
Show her that she can have her own 
little home, with roses twining over the 
porch, if that makes the biggest appeal 
—independence, with a home and a 
monthly check of $50, or $100, that 
can never be outlived. Show her that 
this plan will enable her to travel, if 
that appeals most. I met a woman not 
long ago who adopted this plan and in 
telling me about it she said, “I can just 
see myself at 60 with bags packed and 
that check in my hand, ready to start 
on my trip.” She is enthusiastic about 
this plan, not for the profit in it, but 
because it helps her to do what she 
wants to do. 

Why is this an ideal investment and 
savings plan for a woman? First, it is 
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a systematic plan. The regularity of 
the notice from the life insurance com- 
pany reminds her that she must keep 
up the plan, in other words, it helps 
her “to get the habit.” 

Second, it is a permanent savings 
plan, a long-time savings plan. So 
many plans are fine, but for such a 
short span of years. The money comes 
due and is spent. But under this plan, 
the money is not paid until it is needed. 

Third, the usual savings account is 
so easily accessible. It is so apt to 
become a “put and take affair” mostly 
“take.” Statistics show that 70 per 
cent of the savings accounts started in 
January are discontinued before the 
fourth of July. On the other hand, 
with this savings accounts if necessity 
arises, and money is really needed, the 
emergency fund is there in the cash 
and loan values. 

Fourth, the principal is guaranteed, 
the income is guaranteed, not for one 
month or one year, but for life and that 
is vitally important. The fear of in- 
come not lasting all of life, or that it 
may be reduced or diminish altogether 
makes for worry, unhappiness, and 
anything but peace of mind. You can 
undoubtedly think of women among 
your own acquaintances who have lived 
comfortably on income which they were 
receiving, and who suddenly without a 
word of warning, were deprived of all 
or part of this income through a de- 
preciation of property. a fluctuation of 
values, or business depression. You 
realize from these cases, too, how seri- 
ous is the loss which comes when age 
or health, or both, make it very hard to 
cope with such conditions. A guar- 
anteed monthly income for all of life 
should be the cornerstone of every 
woman’s savings program. 


Investment Features 

And lastly, there is a security back 
of the contract, the sureness of the 
plan itself. What you really offer a 
woman is a section of the choicest in- 
vestments in the United States today. 

Over and over, we are asked the 
question, “Can’t I invest my money in 
a savings bank and have more in the 
end than under your plan?” It seems 
to me our only answer is— 


IF—You can make your deposit earn 4 
per cent for the next 25 or 30 years. 

IF—You can compound your interest with- 
out the loss of a single day’s time. 

IF—You can voluntarily make the neces- 
sary deposits through good and bad 
years, through years when dollars are 
painfully scarce. : 

IF—You lose not a single penny of principal 
or interest during these years. 

IF—You can withstand the temptation of 
withdrawing small sums, a few hun- 
dred dollars from your investment ac- 
count. 

IF—You can invest this principal upon a 
given day in an annuity paying the 
same rate as guaranteed to you today. 

Then, you will just about equal, no 
more, the income return which this 
contract gives you. Why assume the 
IF hazard? 

Isn’t it better to be able to say 
“WHEN I am sixty, I will have $100 
a month guaranteed as long as I live?’ 
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A letter from one of my friends in 
the life insurance business tells me of 
two of her policyholders who start this 
June for a trip around the world. 
They wrote thanking her for her part 
in having started them on this savings 
program, saying: “The only thing that 
makes possible this trip is our annui- 
ties which come due this year. We are 
looking forward to this trip with a 
great deal of pleasure, and the assur- 
ance that monthly income checks will 
reach us wherever we are, is a source 
of great satisfaction. We have no defi- 
nite schedule, but plan to stay as long 
in a place as we desire. We both wish 
to express our appreciation to you for 
your part in this plan.” 

This, then, is the story of old-age 
income and while I have talked partic- 
ularly in terms of women, the same 
thing would apply to men. Again let 
me say, however, never sell this kind 
of a contract where there is an insur- 
ance need. One of the most wonderful 
things about life insurance is the fact 
that if a man provides for his respon- 
sibilities rightly through life insurance, 
he can benefit himself by just such an 
old-age income, using his cash values 
when his need for life insurance is not 
so great. 


A Fertile Field 


The field among women is tremen- 
dously large and fertile not only for 
the sale of contract such as I have 
described, but for straight annuities 
and refund annuities. An annuity, of 
course, enables a woman to enjoy a 
larger income today, to travel, to see 
during her lifetime the benefits of her 
gifts to others. . 

The surface in the insurance field 
has hardly been scratched so far as 
women are concerned. The insurance 
needs are there if only we work to 
uncover them. Protection for the chil- 
dren of the widow or divorcee, protec- 
tion for the business, protection for the 
woman whose estate is large in the 
form of inheritance tax insurance, pro- 
tection for the woman with philan- 
thropic interests in the form of bequest 
insurance. 

Emerson said, “He who has truth in 
his heart need not lack the power of 
persuasion on his tongue.” If the truth 
of life insurance and life annuities and 
the overwhelming importance of these 
plans to the womanhood of America 
will sink deep into the souls of our 
underwriters, there can be no doubt 
that this phase of our business will go 
forward with leaps and bounds. 

Ruskin said—“The greatest thing 
any living soul can do is to see some- 
thing clearly and tell it plainly.” 








An Insuranee Salesman/’s 
A Day by Day Chart Plotted for the 





June is normally 
1 the second or third 

best production 
month of the year. 
Make up some of the 
deficit of the first 
quarter by driving hard 
all through the month. 
Confidence and enter- 
prise will do it. 


The sales letter 
suggested in this 
issue should be in 
the mails before the 
end of May. Complete 
information file on all 
prospects solicited by 
letter and follow up 
with the interview call. 


Income Insurance 
3 is suggested for 

special emphasis 
during June. A cover- 
age of broad applica- 
tion. Stress it in all 
your direct mail and 
newspaper advertising. 
See suggestions in this 





Prepare a_ special 

sales letter to go to 

college graduates. 
Many of them have 
completed their educa- 
tion by virtue of a life 
insurance policy. Re- 
mind them that the 
same financial service 
is essential to their 
business careers. 


And of course a 
special—very spe- 


cial — individual 
letter must be mailed to 
every June bridegroom. 
Better still, make it to 
Mr. and Mrs. This 
business is easily writ- 
ten and rich in future 
potentialities. 


Don’t wait for the 

wedding bells to 

ring before pre- 
senting the insurance 
case to the young man. 
Solicit the engaged 
prospect. Sign him up 
before honeymoon ex- 
penses begin to compete 
with your proposition. 
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Devote this week 
& to a special drive 

for retirement an- 
nuity business. Select a 
group of prosperous or 
promising young busi- 
ness men and talk up 
the attractive prospect 
of old age luxuries, 
stressing travel and 
personal independence. 


Feature annuity 

income in your 

newspaper adver- 
tising. Make it positive 
rather than negative. 
Few healthy young 
business men worry 
about the possibility of 
bread lines at (5. Show 
the happy side of the 
picture. 


] The business and 
professional 
woman will be 
found especially suscep- 
tible to retirement ap- 
peal. Their num:er is 
growing in every field. 
and as a class they are 
under-solicited as well 
as under-insured. 


‘ 1 Here is a sales 


tip that may be 

new. You have 
sold educational income 
to many fathers. Talk 
to them about post 
graduate income 
policies for the boy who 
plans a_ professional 
career. He will need it 
for four years. 





1 Watch the birth 
records as well 
as the weddings 
for new clients this 
month. Sell the parents 
on full insurance cov- 
erage for their children 
as fast as they qualify 
for it. An insured child 
is an assured adult 
client. 








Saturday after- 
] 3 noon. The great 

opportunity to 
talk business’ undis- 
turbed in the prospect’s 
own home. It is thus 
easy to suggest that he 
will want to make cer- 
tain that the home and 
car will be his in old 











1 The theme for 
this week’s sel- 
ing might as 
well be Family Income 
insurance. This con- 
tract is becoming more 
and more popular as its 
benefits are made bet- 
ter known to the gen- 
eral public. 
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Calendar for June 


Guidance of Life Insurance Agents 








In both newspa- 
1 per and direct 

mail advertising 
explain as simply as 
possible the theory of 
Family Income insur- 
ance. Select your pros- 
pect list for this week’s 
solicitation with this 
coverage in mind. 








Young business 
] women, stenog- 

raphers, etc., are 
likely to get married in 
a few years, of course, 
but that does not mean 
they cannot be sold In- 
come Insurance. Point 
out the desirability of 
an independent bank 
account. 





1 The annuity and 
the young wom- 
an suggests 
other sales points. A 
contract in favor of 
her mother obviates the 
possibility of a depen- 
dent mother-in-law. 
The personal uses of 
an annuity for herself 
are innumerable. 





Insure you son’s 
19 future life insur- 

ance is another 
worthwhile thought. A 
small income annuity 
will enable him to 
acquire a worthwhile 
insurance estate at a 
low rate and will fi- 
nance it while he is get- 
ting established. 





Educational En- 
?() dowment policies 

are always 
needed. Pick out three 
or four good prospects 
and try to close them 
today. Another good 
golfing afternoon to 
waste on work. 

























owners of medi- 

um sized busi- 
nesses will always pen- 
sion off old employees 
—if both survive. Point 
out how Life Income 
insurance can be made 
to take care of this 
item without penalizing 
the business structure. 


? A great many 


2? Six more produc- 
ing days in June. 
Make a final 
drive for new clients 
through your accepted 
advertising mediums. 
Study your June record 
and see what you have 
to do to equal your ob- 
jective. 








In selling educa- 
P24 tional insurance 

to well-to-do 
prospects suggest the 
addition of a lump sum 
settlement at gradua- 
tion sufficient to finance 
either a period of 
travel or a small busi- 
ness start. 





A form of an- 
? nuities easy to 

sell and most es- 
sential is the contract 
which assures old age 
comforts for a man’s 
mother. Young men 
and bachelors offer a 
large field for prospect- 
ing. 





A great many 
26 life agents writ- 

ing accident and 
health policies find 
June a profitable month 
for these lines. The ac- 
cident toll on vacation- 
ers is high, a hazard 
easily understood by 
the client. 











a i Another call at 
home day. Select 

a group of un- 
der-insured clients from 
your files and talk in- 
come _ provisions to 
them. Emphasize that 
$1.40 a day they have 
provided for the fami- 
ly’s support. 
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In addition to 
2? the regular sales 

routine, prepare 
your campaign for 
July. THE SPECTATOR 
will have published 
suggestions for the 
month by this time. 
Have the direct mail 
ready for posting. 








Check your pro- 
30 duction for the 

month. A fair 
sized army of life 
agents have increased 
their’s each month of 
1931. If you are be- 
hind, get going and, as 
Webster the Cartoonist 
puts it, so on far into 
the night. 
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Casualty Actuaries Meet in Boston 
President Tarbell Offers New Plan 


to Alleviate Unemployment Distress 


OSTON, MASS., May 15.—If any- 

body enjoys a lively convention 

the Casualty Actuarial Society 
aoes. Consequently their thirty-sixth 
regular meeting in the Hotel Statler 
here today was a fine one, both from a 
point of value and a point of interest. 
More than 90 members were present, 
including delegates from the Boston 
Actuarial Society. 

Brightly did they deal with timely 
topics; profound and highly educational 
were the studious papers on casualty 
statistics, and perhaps, most brilliant 
of all, were the enthusiastic comments 
spoken during the free for all forum 
on casualty insurance problems. 

President Thomas F. Tarbell, cas- 
ualty actuary of The Travelers, brought 
the meeting into a working spirit with 
his fine address on “Unemployment and 
Insurance.” The topic, itself, is a pop- 
ular one with the actuaries, for it was 
the postcarded suggestion before the 
meeting of more than half of the mem- 
bers for informal discussion. 

Mr. Tarbell’s treatment of the sub- 
ject aroused much comment, for he 
swung the idea into an unusual chan- 
nel. It is his belief that the problem 
of unemployment distress may be more 
effectually solved by a fund based on 
an obligatory savings plan carried on 
by workers themselves. 

Under his plan, which he described 
as merely rudimentary, workers would 
contribute 5 per cent of their wage to 
provide for thirteen weeks’ benefits. 
The employer would be required to con- 
tribute as his share in the plan the 
first two weeks’ benefits, making a totai 
of fifteen weeks. The minimum amount 
of benefit would be fixed at $5 and the 
maximum at $10. Administration of 
the fund would be under the super- 
vision of the State Department of La- 
bor, Mr. Tarbell said. 

Objections might be raised against 
the possible unconstitutionality of an 
act to establish the plan, Mr. Tarbell 
said, and this objection could be taken 
to the highest courts in the country. 
Another possible flaw is that some in- 
dustries have such low wage scales it 
would be a hardship on the workers to 
give up 5 per cent of their wages for 
a sufficient period of time to set up 
thirteen benefit weeks at the lowest 
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figure, he said. In answer to this ob- 
jection Mr. Tarbell expressed his be- 
lief that “social justice demands a 
wage scale which will permit the neces- 
sities of life in keeping with present 
day standards.” 


Mr. Tarbell also advised that if such 
a plan were undertaken it would be 
necessary to set up the most rigid in- 
vestment requirements possible. The 
funds would have to be invested in se- 
curities possessing the maximum of 
security and marketability, he declared. 


While Mr. Tarbell doubted the feasi- 
bility of private insurance companies 
entering the unemployment insurance 
field, he said that even if the carriers 





provided the coverage it would have no 
greater appeal than group life insur- 
ance has at the present time. He said 
that he doubted that many employers 
would apply for such benefits. 

Prof. Albert W. Whitney, associate 
general manager of the National Bu- 
reau of Casualty and Surety Under- 
writers, also occupied an important 
position as a speaker. His subject was 
“The Place of Conservation in Insur- 
ance,” and said that the topic occupied 
his own keen interest. 

Mr. Whitney declared that although 
insurance was primarily an institution 
for preventing the effects of misfor- 
tune, it was missing a fine opportunity 

(Concluded on page 39) 








Casualty Insurance in the United States 


HE table on the opposite page 

gives evidence that the stock 
casualty, surety and miscellane- 
ous insurance companies of this 
country did not come through 
the difficult year of 1930 without 
scars. The aggregates for the 
262 companies listed in the table 
show reductions in surplus, pre- 
mium income and total income, 
while at the same time they paid 
out more in losses than in 1929. 
The companies, however, were 
able to increase their assets. 
Total cash capital also shows an 
increase. 

The total admitted assets of 
the 262 companies (including 
three of the largest life insurance 
companies writing health and ac- 
cident insurance) amounted at 
the close of 1930 to $9,475,739,- 
808, an increase over the previous 
year of $173,406,186. The aggre- 
gate net surplus of the companies 
as of December 31, 1930, totaled 
$670,544,387, a decrease of $43,- 
915,848 as compared with the 


corresponding figure for the pre- 
vious year. In this item also it 
must be remembered that the 
figures for the Metropolitan Life, 
the Equitable Life of the U. S. A., 


and the Prudential Insurance 
Company are included in the 
total. 


The premium income of the 
companies, including the accident 
and health business of the above 
mentioned life companies, 
amounted to $811,370,585, a de- 
crease of $66,871,381. The total 
income likewise showed a de- 
crease, the 1930 figure of $957,- 
666,340 representing a shrinkage 
of $34,307,417 in comparison 
with 1929. 

The companies paid out $520,- 
984,635 in losses during the past 
year, an increase of $46,323,773 
over 1929. This item has shown 
a steady increase in recent years 
for casualty insurance. 

The total disbursements of 


$923,004,984 show an increase 
over 1929 of $34,823,123. 
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Casualty, Surety and Miscellaneous 


Insurance in the Unite 


d States 






































; Dividends Total 
Total Net Surplus Net Premiums Written Total Losses Paid to Disburse- 
Name of Company Cash Assets Income Stockholders ments 
and Location Capital Jan. 1, 1931 Jan1,1931 Jan. 1, 1930 1930 1929 1930 1930 1929 1930 1930 
$ 3 3 $ $ $ 3 2 3 $ 
sm Lincoln Life, Springfield. ........... .‘ 200, 000 3,516, 155 17163, 594 143, 185 442, 186 528, 134 448,579 169, 665 FF ie , 706 
sdemnity Co., New York............. “pe 1,000,000 , 123,804 921,026 912, 230 130, 165 265, 342 230,393 63, 606 fo Seer 162,832 
| Casualty & Surety, Hartford......... 3,000,000 33,230,184 10,210,029 12,237,362 16,758,750 17,335,573 18,302,659 239,240 8,528,096 780,000 18,159,441 
ON Oe rere 15,000,000 424,776,176 23,967,458 34,663,922 27,283,024 29,098,274 29,258,548 17,695,251 17,401,566 600,000 29,590,786 
} » Casualty, Philadelphia.................... 1,000,000 4,998, 1 1,000, 063 571,740 3,442,817 2,050,234 «4,571,145 1,389, 787 300, 267 10,000 2,690, 865 
A MUOD, WE. EGUED, 20. aw scccccccccccssces ; 1,000,000 10,060, 1,598, 104 2,050,723 6,531, 199 8,451,300 7,076,117 4,943,175 4,934, 452 200,000 8,030,018 
an Bankers, Jacksonville. gvetssocecs ; 21250,000 5,526,764 21125, 251 21135, 720 1,098, 748 1,214, 147 1,098,748 6,833 88, 095 *1,291 1,060, 356 
sean Bond of Baltimore, Baltimore... . . 1,000, 000 1,701, 166 544,612 540,597 Bn) 3 ao ,944 —1,657 ——. ree 403,778 
ivan Casualty, Reading......... gesece 1,000, 000 3,868, 731,841 786,263 2,000, 198 2,103,740 2,198,254 1,234, 059 1,061,447 150,000 2,273,804 
Credit Indem. of N. Y., St. Louis........ 1,000, 000 3,950, 149 547,872 819, 207 2,046,710 2,278,368 2,294,349 1,634, ,023, 160,000 2,775, 468 
» «an Employers, Boston......... 1,000, 000 6,922, 061 629, 023 1,024,598 5,400, 227 5,973,407 5,678,172 3,386, 284 3,061,522 30,000 5,383,489 
sn Fidelity, Montpelier. . Raseees eae 150, 000 449,725 89,629 85, 165 251,098 250, 832 266, 108 117, 834 124, 657 630,413 246, 050 
an Fidelity & Casualty, Richmond........... 206, 280 . 243,919 208 , 392 841,208 778,280 883,737 430, 963 366, 209 13, 963 705,416 
an Indemnity, Galveston................... 600, 000 2,317,563 506,575 558,677 1,203,749 985, 127 1,339,816 589, 889 449,500 , 000 1,192, 707 
an Liability & Surety, Cincinnati............ 500,000 2,187,522 985, 102 986, 927 992,173 573,065 cl,162,846 410,726 OS! ee 833, 679 
i van Life and Accident, Louisville............. 105, 000 547,989 55,620 28,238 510, 126 524,554 510, 126 232,802 242,099 42,572 542,764 
} can Life and Accident, St. Louis............. 5,000 11,620 5,482 3,856 51,063 35, 234 55,916 11,406 | rr 58,112 
} ican Mine Owners Casualty, Huntington, Pa.... 250,000 1,605, 196 292,753 289,335 1, 100, 673 1,402,009 11,445,719 745,729 752,312 9,375 1,101,216 
iican Motorists, Chicago...............0..2e08 500,000 3,414,014 510, 187 382,925 , 083, 2,517,899 3, 169, 137 1,635, 889 791, 150 18330, 300 2,529,332 
brcan National Insurance, Galveston........... 2,000,000 43,535, 4,003, 008 2,731,413 496,132 582,371 551,803 227, 291 ; = eee 576, 752 
} can Policyholders, Boston.................++ 300, 000 819,488 279,904 257,005 | ile 273,378  ' ier ee 94, 865 168, 697 
| can Reinsurance, New York................. 1,000, 000 7,774, 733 2,530, 626 3,089,956 2,028, 649 1,747,459 2,466,631 598, 688 253,325 300, 000 2,028, 156 
| can States Ins., Indianapolis................. 200,000 123,00 595, 688 159, 221 486, 638 463,218 502, 255, 450 243,660 15,829 543, 
ran Surety Co., New York.................. 7,500,000 26,514,206 5, 667, 026 8,329,931 10,230,230 10,088,392 12,449,888 4, 966, 359 3,471,703 ,000 13,385,062 
“Se 250, 000 26, 8 142,221 123,516 447,422 433,512 469, 866 163,004 139, 956 *144,115 414,855 
ON Ee 250,000 1,691, 768 101,895 63,842 1,734, 242 1,767,591 1,818,442 742,649 750, 026 2022,315 1,676,943 
+ Indemnity, San Francisco.................. 500, 000 , 831,544 964, 778 1,500,000 4,031,193 3,309, 559 4,187,832 2,431,878 1,685, 362 *177,831 3,740,978 
| Cogualty, Fort Wayne.............ssccccece 200,000 741,702 59, 785 108 , 885 0,595 808, 565 83,097 451, 180 Ce  ° stinsaes 782, 864 
jos Health & Life, Macon..................+ 200, 200 808, 944 49,901 117,159 1,348, 133 1,432, 086 1,414, 198 584,734 624,614 40,040 1,404, 786 
hs, Ms wv enccécnsoovesoskavcas 1,600,000 5,693,812 820, 538 1,000,000 3,011,245 ,000,398 4,011,280 2,331,420 errr , 796,241 
I ns ds cc adinwewnnibaae 200, 000 579, 986 74, 159 100, 128 433,024 2,488 565,930 Se s.r) toda 274, 239 
| inous Casualty, Rock Island................. 200, 000 1,070, 499 211,302 239, 329 659, 571 704, 792 709, 852 520,217 500, 567 24,000 653,875 
| erhood Accident, Boston. ................s0 100,000 439, 646 178,408 198, 403 482,075 501,539 512,849 243,994 299,448 10,000 541, 685 
reye Union Cas., Jackson............-.-.+e008 100, 000 613, 626 101,629 52,620 581,383 . 521,514 , 458 315,752 201, 4,000 527,566 
}xess Men’s Assur., Kansas City................ 500, 000 7,754,010 650, 373 681,849 3,666, 394 4,024, 3,666,394 2,296,955 . * hee 3,537,092 
St 3 Here 10500, 000 2,368,529 534,990 ,424 1,248,984 1,047,969 ‘1, 4 747, 082  )86=—i«<“‘é SG 1, 151,563 
tral Surety & Ins., Kansas City................ 1,000,000 3,942,314 922,634 1,151,220 2,279,135 2,274,755 2,496, 560 1,371,635 1,111,715 120,000 , 530, 
tral West Casualty, Detroit 1,000,000 3,351,339 425,468 ,771 2, 160,920 2,031, 676 2,298, 383 1, 137, 156 1, 187,747 50,000 2,014, 386 
tury Indemnity, Hartford ............ a 1, 200,000 6,891,049 360, 148 627,324 6, 290, 327 5,076,469  e7,241,846 3,629, 196 FS Saar 6,391,923 
SEN, EN ia kcawles sebaesuacsas%sckeneen 400, 000 827,190 203,816 196, 283 503, ° 535,279 267,538 64, 684 *7,202 451,010 
pmbia Casualty, New York.................+06 1,000, 000 7,381,579 1,211,496 1,054,596 4,641,576 4,668,776 5,932,360 3,102, 687 2,923,745 5, 230,890 
pmbia Life, Cincinnati. ..............00-s20008 200,050 4,330,636 204,372 162,506 9, 10,830 9, 3,750 4,674 8,553 
pmbian National, Boston.................ss00 2,000,000 41,956,872 1,520,519 1,520,462 389,219 417,104 389,219 184,715 222,545 396,614 
j; ubus Mutual Life, Columbus. ................ 500,000 19,000,522 1,170,524 1,059, 026 303,739 340,343 16,095,196 195, 633 169,920 23, 869,343 
nates Con., Gin PRE. co. cok cccssvcccsccsce 750,000 2,305, 143 400, 400, 1,337,451 165,886 1,611,782 262, 062 1,995 42,334 
nercial Casualty, Newark................... ‘ 2,500,000 13,551,649 1,325, 787 2,528,203 11,550,843 12,179,036 12,161,255 7,954, 976 7,356,800 200,000 ........ 
jmercial Standard, Dallas...................0. 400, 000 1,475, 064 362,506 271,360 1,063,344 880,784 cl,241,092 621,181 446,410 1,018,372 
jurd Cas. and Surety, New York...........:... 571,760 1, 255, 325 245, 463 253,989 800, 194 79, 018 A857, 852 86, 440, 333 
jnecticut General Life, Hartford................ 213,000,000 2°143,176,806 6,193,762 7,394,165 2,878,513 2,617,850 2,878, 567 1,388, 037 1, 224, 939 y 2,502,740 
in. Plate Glass, Torringion.................esee 100, 000 189, 55, 69, 43,329 36,905 55,627 14,318 12, ‘ 45,829 
itinental Assurance, Chicago. .. . <caskieeieelceie 1,000,000 15,401,971 3’ | aaerre - 2p 127,844 a a ae 62, 593 
isolidated Indem. and Insurance, New York...... 1, 200,000 6,434, 704 1, 255, 680 3,811, 698 3,845, 533 1,022,059 4,087,870 893, 833 a ser 2,687,961 
stitution Indem., Philadelphia................. 1, 250,000 » , 996 1,085, 110 631,569 2,035, 846 3,269,765  i3,738,421 1,915,271 1,915, 506 46,882 . 055 
tinental Casualty, Hammond.................. 3,500,000 22,601,449 3,500, 000 3,500,000 16,156,328 16,690,724 17,069,348 8,715,388 8, 168, 841 560,000 16,619,017 
itinental Life, Washington, D. C................ 21300,000 72,851,140 21367, 876 5,942 1, 672, 237 1,603,458 2,155,418 495, 483 Gee. * danwenee 1,707,926 
j‘tactors Casualty, St. Louis.................++ 200, 000 318,909 58,380 44,453 7,015 60, 986 61,112 26, 287 19,501 316,351 58,993 
opolitan Industrial, Philadelphia.............. 25,000 131,702 50, 800 51,694 115,814 115, 293 124, 656 39,379 . fee 127,482 
sman Insurance, Springfield.................. 125, 000 293, 102 54,194 25,213 218, 646 195, 048 24238, 662 3, 205 Dn .- stkacnes 219,632 
t Fidelity & ee 1,000,000 3,753,472 1,300, 751 501,074 779,447 1,346,459 1,943,321 789,612 eee 1,601, 637 
Atlas Republic, Nashville. ................0+ 278,127 443,452 eee er 124,117 ee. = Naseccce” PP eneskoes 111,324 
and Acc., Louisville...............+: 120, 660 370,404 a. Sabtabsiten |. ae 26391, 967 Te. sanavded |. -ccpeexess 393, 645 
J. , 5_ 5 Pega: 200,000 2,457,018 207,579 451,246 1,933,357 1,670, 657 2,266, 669 690, 734 629, 466 26121, 102 2,096, 816 
ndemnity, N. Y....... tien eoadd waa 1,000, 000 6, 686,418 982,719 919, 243 3,828,587 4, 238,015 4, 130, 750 2,416,008 co 6 ier 3,913,710 
e Life and Accident, Indianapolis............ 300,000 87,661 228,270 208, 038 646,691 783, 067 689,825 9, 210 353, 287 38,100 665, 
meyers Casualty, Dallas. ...........2..0cccecee 300,000 1,342,717 250,592 220,116 984,329 1,046,935 1,094, 256 709, 020 618, 397 k110, 575 , 087, 
ployers Insurance, Birmingham. ............... 100,000 276,568 75,308 73,433 156, 502 143, 198 169, 027 85,975 87,871 2740, 946 167, 128 
loye rs Liability Assur., Boston................ 10800,000 36,570,445 5,836,455 6,947,994 28,878,430 29,801,148 30,610,645 17,994,659 17,578,648 2,669,513 31,542,747 
doyers Reinsurance, Kansas City.............. 1,500,000 8,066,455 , 250, 2,250,000 3,471,352 3,245,313 133,840,390 ie ° ere é 281,250 2,875, 064 
hitab'e Life Assurance Society, New York, ...... Mutua! 1,284,286.816 55,485,288 56,800,631 2,677,539 1,758,927 2, 684, 285 1,832,828 1,265,897 54.218,516 2,367,397 
x Fidelity and Plate Glass, Newark............ 150,000 255,595 80,410 100,425 28, 369 34,369 43,925 9, ee 34,1 
feka Casualty, Los Angeles.................0005 225, 830 655,875 84,331 146, 436 431,678 661,747 467,559 277,041 8 eee 585, 139 
feka ( ualty, Philadelphia ARES on a een wan ay Eel 500, 000 1,930,175 1,000,000 1,000,000 263, 360 285, 694 1450, 665 116,517 185, 187, 500 450,012 
jopean Gen'l Reinsurance, New York........... 20800,000 13,909,909 1,700,000 1,700,000 6, 273,976 6,423, 695 6, 906, 850 3,026,094 2,759,772 750, 964 7,367,305 
IN, SO 750, 020 3,849,600 510,509 1,045, 266 1,579,421 1,763,934 1,754, 244 547,305 314, 890 beceweea 1,223, 
and Casualty, Detroit, Mich....... 450,000 , 567 210, 569 201,548 954, 057 752,805 % ! are 319, 297 COs. + vesevess 
nd Value, 8 ae 200, 874 476,224 Oo =e 44,625 a 88, FF =e oe 18,832 105, 
PL Cctins Kehoe hieneetasicewons 750,000 13,586,989 306, 295 243,842 2,957,630 3,428,616 2,957,630 2,061,263 - 7 Beers 3,227,475 
Ln Re 26,562 52,620 3,122 2,540 13,311 16, 869 17,434 3,3 6,926 ve 2938, 7; 
rety, __ tS RSRRIN As 1, 235, 239 4,814,753 338,741 942,557 3, 088,939 2,012,241 5,119,972 1,795,174 1, 208, 106 95,952 3,686,281 
( asualty, __» ees 5,000,000 38,359,924 3,837, 161 5,682,173 27,453,697 25,957,816 m31,756,776 17,815,022 15,828,325 800,000 29,565,697 
Deposit Co. of Maryland, Baltimore... . 6,000,000 26,369,903 5, 134, 241 6,120,041 11,895,984 12,448,706 13,247,286 6,372,172 5, 143,617 1,079,728 14,860,770 
ind Indemnity, San Francisco, Cal....... 1,000,000 3,844,086 2,683,712  ........ 127,498 Serre CA  hansetede PH Oi srAsas 49314, 403 
irance, Hartford, Cunn................ 800,000 3,406,589 807,350 1,097,723 1,614,704 1,401,594 1,763,600 652, 658 663,877 100,000 1,467,749 
Snr hOrn Ins. Co., Chicago, HIL,............00- 250, 000 60, 684 774, 187 30,631 638,416 593, 628 908, 970 229,942 Pee geckeces 542,077 
paklin =rety, se 750,000 2,119,684 280, 047 640,842 1,477,836 756,637 1,550, 145 616,318 75,019 — 1,495,368 
erna tective Ins., Boston, Mass............. 100,000 667, 026 153, 123 124, 503 581,583 572,010 611,578 265, 636 280,607 10,000 581,5€1 
cane tor Casualty, Freeport................ 200, 000 618,258 134, 599 100, 434 343,109 345, 069 369, 936 134, 063 96, 194 30,000 296, 027 
E fe Ins., Dayton, Ohio................. 265,110 2,385,272 146,974 67,765 121,536 93,411 122,598 63,621 44,072 acidic 132, 244 
pera] ient Fire and Life, Philadelphia. ....... 10550,000 24,987,739 4,757,827 4,058,558 17,573,532 19,260,758 18,857,374 11,848,618 11,873,398 ‘ieee ; 17,727,833 
hera 1alty Co. of Amer., Seattle, Wash.. 500, 000 2,191,282 717,958 728 , 854 1,019, 838 1,063,434 1, 129,949 461,884 486,310 *9, 144 969, 069 
250,000 741,974 155, 176 155, 507 424, 658 431, 662 461,121 215,394 219,350 15, 000 734, 212 
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General Casualty and Surety Detroit, Mich 359, 000 1,64 , 144 67, 427 131, 8y0 » 2.2, 487 1,56.,1.7 1,515, 381 Yue, 275 ; = 
General Indemnity, Roch»tcr, N. Y 1,000, 000 2, 208,020 770, 525 495,592 423, 164 177,804 508, 235 76,637 11,221 : 313, 132 _ svivat 
General Reinsurance, N. Y . 1,500,000 12, 306, 465 1,075, 230 1,673,378 4, 666, 800 5,343,228 5,359,641 2,881,983 2,783, 682 360, 000 5, 193, 7) -: yn 
Glens Falls Indemnity, Glens Falls, N. Y..... 1,000,000 6,043,502 600,000 600,000 4,866,339 3, 485,628 05,629,560 = 1,962,314 1, 165, 411 4, 130, 08M eoneylvar 
Globe Indemnity, Newark 2,500,000 37,115,646 5,000,000 5,000,000 21,157,697 22,196,873 22,735,690 13,296,950 13,235,141 750,000 21 962, Sophie 
Grand Central Surety Co., New York 250, 000 496,395 112, 143 125,275 263,310 e372, 541 69, 196 saieabare z 
Great American Indemnity Co., New York... “ 1,500, 000 8,527,985 801, 679 1,615, 213 5, 444, 756 6,331,922 5,883,918 3,789,714 3,232,731 
Great National Ineurance Co., Washington, D. C.. .. 621,710 931,014 126, 265 47,309 233, 967 261, 662 407 , 260 162,498 85, 132 
Great Northern Life Ins. Co., Milwaukee, Wis... . . 300,000 5, 467,328 258, 184 203, 364 1,100,112 1,277,703 1, 100,272 539, 759 650,919 a 
Great Western Ins. Co., Des Moines, la - 250, 000 1,769, 276 125,000 125,000 786, 179 883,520 1,325, 069 353, 680 385, 105 35,000 
Greater City Surety and Indem., New York. ....... 262,500 549, 166 188, 156 101,745 271,001 103, 087 548, 188 81,938 16, 167 ae = 
Guarantee Co. of North Amer., Montreal, Can..... 19250,000 1,730,846 1,150,920 109, 158 247, 160 286, 623 319,877 58, 194 72,813 951,537 Pelered 30 “a 
Guarantee and Indemnity, Wilmington, Del......... 100, 000 1,518,972 272,329 107, 664 862,979 664, 560 946, 836 500, 730 300,773 ‘ : ie fe In 
Guardian Casualty, Buffalo, N. Y haat 1,000,000 3,173,412 259,610 683,151 2,258,432 1,692,613 2,400,404 1,059, 629 619, 803 *10, 196 aedent ; 
Gulf States Life Ins. Co., Jackson, Miss . 66,850 108,771 39,373 2,213 9,802 1,355 198, 038 1,213 1,550 , Set a 
Hartford Accident and Indemnity, Hartford, C onn. » 3,000,000 44,507,766 6,817,335 7,588, 210 30,029,748 29,719,522 31,757,623 19,435,049 15,874,934 580,000 31, i ‘ential ( 
Hartford Live Stock Ins., Hartford, Conn........... 500, 000 1,599,524 608,476 712, 191 612, 665 694,484 678,916 459,114 476, 229 25,000 701,022 Prien Ir 
Hartford Steam Boiler, Hartford, Conn... ’ 3,000,000 20,588,393 7,308,851 7,383,326 5,423,276 6,030,869 6,441,543 1,185,652 1,019,443 540, 000 204, 2 . 
Hawkeye Casualty, Des Moines, Ia. . 200, 000 616, 203 145, 428 125, 330 331, 020 323,414 357, 807 172, 986 136, 006 10,860 318,876, 
Home Indemnity Co., New York eusensn 1,000,000 6, 099, 608 1,581,507 . 2,741,359 eeeeeeee 25,816,943 78,919 - ‘ae 571,382 
Home Plate Glass of Washington, W ashington, D.C 30,000 88, 021 52,804 49, 454 9, 336 10,849 14,261 2,421 2,289 3,600 11,964 - yo 
Hoosier Casualty, Indianapolis. . 150,000 585,500 124,369 99, 568 650, 855 619,475 670, 130 262, 147 286, 678 10,500 Reval Indem: 
Imperial Life, Asheville . 100,000 1,195, 359 141,642 130,007 300,359 890, 355 905, 708 234,490 256, 823 10,000 738, 759 int Paul M 
Illinois Casualty, Springfield 200, 000 572,715 122, 602 162, 044 400,756 423,434 431, 238 191,921 216, 937 32, 000 \ board Sur 
Income Guaranty, South Bend. conic 124, 100 235,217 46, 054 28,130 328,947 303, 473 340, 450 154, 625 168,578 eeveeceee ty Life 
Income Insurance, Milwaukee. .................. ; 25,000 29,614 1,859 499 37,796 41,093 39,307 14, 261 ‘ aacikwad Di. 
Income Life, Louisville. . 226, 909 233, 408 O54 55, 302 82,804 9,710 122, 755 25,938 1,856 i dseleetie 
Indemnity Casualty Co. of America, Philade siphia. . 100,000 316,433 32,026 30,178 212,878 204, 962 227, 865 92,873 26, 986 *16,548 05h. nel Life 
Indemnity Ins. Co. of N. Amer., Philadelphia... .... 1,000,000 18,928,832 3,051, 687 4,304,073 14,398,536 16,413,146 15,376,067 10,136,618 9,672,013 100,000 16, ] 
Independence Indem. Co. , Philadelphia, seek 1, 250, 000 8,836, 137 612,317 1,770, 023 6, 444,738 7,930,399 6, 116, 766 5, 633,929 GORE i tecccces 9, 

w Sur 
Indiana Insurance Co., Indianapolis. .............. 130,000 704, 857 148,519 126,212 552,724 607,251 577,656 320,581 281,530 ; —— ~ 
Inland Bonding, South Bend...................... 300, 000 628,972 248, 455 213,804 48, 679 60, 189 $1,958 aa 3 oa 18,000 odard Lif 
Inland Casualty Co., Hamilton. ..................+ 200, 000 243, 106 142,743 130, 699 . 228,491 — 14, 7%! : 88, 833 12,000 tandard Sur 
International Fid. Ins. Co., Jersey City............. 300,000 1,913,161 1,468,860 1,448,728 138, 423 147,367 223, 643 55,096 50, 151 90, 000 sew 
Independent Life and Accident, Jacksonviile........ 25,000 79,556 67,138 35,340 310,512 278,313 315,217 ‘ - eT = Seen upreme Cas 
International Reinsurance, Los Angeles............. 1,500,000 9,127,581 2,842,275 3,000,048 6,158,379 2,823,998 6,501,766 2,271,466 870, 136 225,000 4,43 upreme Lib 
International Travelers Association, Dallas, Tex... .. 100, 000 234, 122 45,719 54, 163 260, 156 272,924 2, 6. 173,726 176,771 10,000 aas Indem 
Inter-Ocean Casualty, Cincinnati. . ete 200, 000 572,008 73,201 130, 889 1,527,371 1,964, 196 1,621, 282 753, 275 957 , 604 24,000 , 606, ‘me Ins. Ce 
Inter-State Life and Accident, C hattanooga . —— 300, 000 2,611,858 175, 000 163, 111 667, 192 732,387 667,192 365, 861 428,094 windicnee 694,148 ransportati 
Kansas Bankers Surety, Topeka................... 318,250 572,800 162, 029 177,956 84,544 88, 127 116,310 67,170 39,647 19,095 118, 1165 

? s iC 

Kentucky Central L. & A., Anchorage............. 400,000 1,590, 266 290, 681 281,400 2,078,335 2,416,076 2,087,935 914,934 1,091,359 96,000 2,239,575 — ~ 
Keystone Auto Club Casualty, Philadelphia. ....... 300, 000 2,478,037 150, 000 100, 000 2,120, 247 2,140,777 2,227,700 883,903 793, 125 7633, 894 002, 147, ‘nderwriters 
Lincoln Life and Accident, Oklahoma City.......... 28,220 57, 169 1,212 , 365, 881 a - 375, 143 139, 864 antesh  errbina 370, 382 ‘nion Auton 
Liberty Life Insurance, Baltimore sees 25,000 28,281 *—10,373 20,376 46, 066 56, 796 47,406 28, 639 3 wa 51,708 ‘ion Inder 
Liberty Surety Bond, Trenton, N. J...... . ‘ 810,000 1,465,749 131,281 274,454 178,341 311,265 327,399 173,849 154, 332 cine 327, aion Insurs 
Lloyds ( ‘asualty, New York.............. seen 2,000, 000 5,973,832 629, 389 1,715,091 5,318,011 2,239,441 95,845,851 2, 184,023 436,961 89,770 4,975, 319 nited Auto. 
London & Lancashire, New York... oon 750, 000 5, 488, 261 697, 928 887,708 3,237,434 3,242,998 3,446,077 2, 047, 635 1,966,559 37,500 3,443, A ‘hited Br. L 
London Guarantee and Accident, New York _ “800,000 15,806,205 3, 133, 766 3,299 oo 8,781,382 9, 633,373 9,732,377 6, 287,293 6, 130, 206 443,526 10,502, 6 ited Casu: 
Loyal Protective, Boston sesé 200,000 119,615 413, 288 326, 5: 1,214,414 1,245,417 992,211,849 632,848 750, 871 50,000 1, 671, 78 ited Insur 
Mammoth Life and Acc.,* Louisville... were 200, 000 431,073 110, 564 112, m2 336,854 373,200 363,450 159, 233 >} reer 364, 615 

nited Pac 
Manufacturers Casualty, Philadelphia. .. ' 2,500,000 5,616,490 1,069,445 1,820,611 1,631,920 1,481,044 1,944,164 854, 064 734,902 709,084 2,257, 641 a _— 
Maryland Casualty, Baltimore 5,000,000 44,941,185 5,222,006 6,876,567 29,505,330 30,924,971 134,053,056 20,785,385 18,445,187 1,062,500 33,794,608 s Pidelit: 
Maasachusetts Accident, Boston 7 250, 000 1,851, 687 250,000 250, 000 1,201,794 1,101,500 1,312,067 589,215 476, 047 25,000 1,126, 888 s Guarar 
Massachusetts Bond and Ins., Boston . , 4,000,000 17,904,100 4,618,407 26,224,109 11,020,811 11,171,267 11,962,717 6, 279, 859 5, 683, 122 640,000 11,626,882 < Plate ( 
Massachusetts Casualty, Boston . 100, 000 141,582 16, 957 28, 346 48,842 36, 538 56,271 14.557 12,277 wueieniics 57,41B s | nderv 
Massachusetts Plate Glass, Boston... ens 200, 000 343, 695 70,743 59,912 59, 885 57,939 87,397 19,959 26,901 24,370 89, 4B siversal Au 
Massachusetts Protective Assoc., Worcester. .. 1,000,000 8,753,107 1,548,634 1,517,182 8,702,591 8,689,648 9,162,725 5,227,872 5, 236,927 100,000 8, 443, 905 Boi vercal Ca 
Mercer Casualty, Celina ; 300, 000 772,617 165, 239 180, 655 337, 468 305, 299 370,528 144, 385 129, 547 30, 000 ’ conc 
Merchants Indemnity, New York..... He 600,000 1,323, 233 335, 169 478, 262 313,442 ,802 366, 627 118, 489 46,337 ieee ete ees Aas 
Metropolitan Casualty, Newark. aaanial 1,500,000 14,529,363 2,048,959 3,125, 188 8,943,593 9, is 633 10,382,728 6,094.792 5,396, 964 120,000 _—si..... 
Metropolitan Life, New York ° Mutual %3,310,021,818 "202,159,760 "177,441,032 15,550,645 14,014,908 15,553,606 9,429,942 8,852,466 °%1,238,489 
Michigan Surety, Lansing pusene 296, 792 788, 099 287, 080 270, 545 155,475 203,711 1189, 446 7,922 84, 788 10,808 
Midland Casualty, Milwaukee mee 100, 000 172,976 8, 564 5,278 218,112 247,096 230, 253 107,555 125, 485 eee 
Mid-West Life, Lincoln, Neb . ‘ 300, 000 4,852, 669 183,770 164, 070 61,176 69,550 64,373 29,985 32,420 diedaame 
Missouri Insurance, St. Louis : 200, 000 846,871 201,914 193,859 1,203, 209 887,553 1,257,724 546,310 410,720 70,000 1, 
Missouri State Life, St. Louis ‘ 15, 000, 000 164,027 1,616,561 3,245,132 1,040, 084 1,014, 152 1, 040, 084 696, 329 567,034 Pps aS 42 1, Wisconsin A 
Monarch Acc. Springfield 300,000 1,544,744 211, 633 282,578 2,619,226 2,343,303 2,693,593 1,341,303 1,212, 085 30,000 2 Tessasin N 
Motor Vehicle Casualty Co., Chicago = 200, 000 561,527 50,000 184, 302 398,181 19,736 ee — Wolverine [1 
National Accident and Health, Philadelphia. . .... 150, 000 368 , 233 118, 185 111,721 634, 528 666, 195 654,510 228, 034 262,262 12,000 forkshire Ir 
National Auto, Los Angeles nic 250,000 1,161,559 182, 497 168,053 1,123,762 1,706,168 1, 184,590 910,511 502, 059 *4,577 Sasich Gene 
National Casualty Co., Detroit ; vee 750, 000 2,994, 388 500,000 500,000 2,131,467 2,220,511 2,290,072 1,049,178 983,041 90, 000 2,111, Total 1936 
National Life and Acc., Nashville.. : 3,000,000 29,564,545 2,810,200 2,635,267 8,016,336 8,631,539 8,245,352 4,134,577 4,351,038 929949, 843 9,094, 
National Surety, New York a 15,000,000 44,301,492 8,667,113 10,257,665 18,085,158 19,110,851 20,095,011 11,602,120 7,838,577 1,499,940 23,03 Increase it 
National ' nion Indemnity, Pittsburgh. 1,000, 000 3,884, 679 290, 675 234,013 3, 153,612 3,525,939  wu3,561,357 2, 656, 406 2,000,330  ...... : 3 — 
Nevada Surety and Bond., Reno ‘ 250, 000 347,018 74,303 37,743 38, 385 41,530 52,079 ‘ San 340 
New Amsterdam, Baltimore seen 4,500,000 26,351,725 4,500, 000 5,500,000 13,647,419 13,509,669 15,065,003 8,961,413 8,095,393 
New Century Cas., Chicag 3 200, 000 506, 117 183, 047 201,842 168,343 275, 986 195,345 129,335 29101, 303 
New Jersey Fidelity and P inte Glass, Newark... .. 800, 000 6,797,305 1,014, 120 1,705,813 3,170,218 3,320, 027 3,483, 965 2,453, 659 2, 120, 464 
N. J, Mfrs. Cas., Trenton ° 100, 000 4,268, 104 843,764 876, 387 3,594,015 3,344,384 3,783, 286 1, 940, 568 1,751,660 
N. Y. Casualty, New York hemes P 1,500, 000 5,629,119 749, 448 1,939, 333 2,859,930 3,045,003 3, 167,792 1,888,942 1,587,525 
New York Indemnity, New Orleans. .. , . 1,000, 000 7,014, 883 401, 980 1,000,000 5,603,111 5,407,284 16,115,318 4,483,832 4, 155,546 
North American Accident, Chicago. - 400, 000 2,739,478 418,846 355, 630 3,243,791 3,453,571 3,364, 786 1,318,950 1,361,866 
North Arer Life and Casualty, Minneapolis ...... 142,770 435, 000 24,027 14,979 70, 600 77,522 70, 600 39, 023 29,290 
Northwest Cas. Co., Seattle 200, 000 766, 677 178, 126 129, 506 400, 688 820,503 449,744 299,713 186, 331 
Northwestern Natl. C ‘as., Milwaukee. .. <a 200, 000 574, 306 314, 206 71, 263 : 82,812 2,990 aaa ‘ 
Norwich Union Indemnity, New York poe: : 500, 000 4,910,934 704, 251 601,071 3, 163,580 3,372, 181 3,350, 140 1, 996, 836 1,920, 068 
Occidental! Indemnity, San Franciseo..... ss 500, 000 2, 104,929 678 , 866 590, 148 1, 169, 443 1, 195,279 1, 247,844 733,070 481,911 
Occidental! Life, Los Angeles ‘ 1,000,000 22,890,628 115, 580 126, 967 406,451 269, 438 431, 058 214, 362 119,090 
Ocean Acc. and Guarantee. New York. . . ‘ _ 800,000 17,757,809 2,935, 628 3,522,575 11,115,097 12,011,877 11,918,276 7,509, 603 7,935, 676 
The Ohio Casualty, Hamilton sees 600, 000 3, 165, 140 524,000 500, 629 2, 636,294 3, 130,223 2,674,342 2,001, 180 1,866, 806 
Old Line Life, Lincoln poebueai 200, 000 4,445, 101 200, 082 171, 437 8,993 8,911 9,004 1,331 5,001 
OIE ET ere 200, 000 664, 462 203,019 217, 693 364,029 73,492 w450, 513 84,799 2,689 
Old Republic Life, Chicago , 2350, 000 529, 144 284, 787 34, 109 30, 147 120, 418 60, 605 20,383 46,141 
Ohio State Life, Columbus ae 21500, 000 62, 654 40,727 666, 823 75,431 81,382 78, 986 35, 759 41,294 
Old Trails Ins. Co., Indianapolis.. eae 151, 446 548, 298 30,000 15, 050 154, 616 51,840 695, 138 193, 854 47,349 
Oregon Auto, Portland - 100, 000 430, 685 103, 438 102,485 360,753 387,752 387, 223 215, 205 203, 801 
Pacific Em; loyers, Los Angeles oe 300, 000 1,443,099 222,563 275,813 1,598,789 1,624, 286 1,657, 934 1,019, 130 1,059, 467 
Pacific Indemnity, Los Angeles... : 1,500,000 7,549,413 2, 235, 250 1,984, 603 4,597,881 5,110,513 5, 063, 560 2,455, 246 2,485,244 
Pacific Mutual Life, Los Angeles 4,840,000 y177, 672,731 9, 603, 624 8, 680, 085 : 631,764 6,767,516 29,696,717 3,605, 384 3, 227, 767 
Pan-American Life, New Orleans 1,000,000 24,871,054 1,247,823 1, 216, 670 99.574 155, 412 134, 366 52, 130 103,957 
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ife, Worcester........ 21400, 000 "603,961 21186, 030 a 8=—ss Seiten 15,010 Ore sceaeeas 4 ‘Sansskes 22,346 
ilty, Keene. , 300, 000 571,269 155,857 164,318 417,263 378,774 0543, 546 180,782 165, 785 26,000 436,089 
Casualty, Lancaster... . . 175,000 281,725 134,779 77,569 129,291 148,384 2187, 756 62,744 .*. ia 154,319 
sualty, Philadel; hia. . ... 500,000 1,319,492 324, 416 463,736 284,007 139, 452 379, 763 143, 426 135, 262 *12,507 ,698 
Indemnity, Philadel; hia. . 300, 000 3,354, 902 303, 468 300, 637 2,882, 2: 3,047,458 3,010, 1,535, 669 1,321, 120 4599, 708 3,148,514 
und Accident, Topeka. . . 15,000 19,335 771 1,275 35, 35, 55,423 10,957 ME? sec areut ,329 
ssoc., Philadel; hia. aie 250,000 11,551,629 2,500,000 2,500, 000 5,305, 703 6,504,178 5,844,920 2,966,378 3,170,538 11,459,402 5,097,503 
Washington, D.C..... 100, 000 3,178,317 63,574 58,348 3,698, 137 3,773,546 3,916,384 1,417,544 1,400,097 20,000 , 421,025 
Phoenix Iniemnity, New York 500, 000 4,221,710 550, 205 669, 005 3,278, 960 3,350,347 3,414,409 1,914,861 eS Sera 3,311, 129 
Pilot Life Insurance, Greensboro . 211,000,000 213,576,645 21106, 000 350, 227 3,654 269,160 5,228,010 157,838 8 rere 113,396,934 
Pioneer Insurance,*! I incoln 150,000 . 104,507 74,500 130, 702 156, 737 152,545 42,133 - iar 127,335 
Preferred Accident, New York 3,500,000 10,461,100 1,002, 626 2,475, 147 5,301, 673 5,367,114 5,878,754 3,212,011 2,805,421 516, 250 5,775,325 
Preferred Auto, Grand Ray ids 250, 000 614, 70, 758 44,972 71,283 563,380 08, 205 256,532 271,897 35,000 505, 539 
Protective Indemnity, New York................. 500, 000 1,514,556 800, 000 1,000, 000 ' he 298, 658 9,556 ae 50,000 117, 169 
6 Provident L. & A.,2' Chattanooza oes 800, 000 5,559, 907 600, 000 500, 000 4,539, 685 4,263,300 4,893,369 2,741,068 2,364,127 154,000 4,567,552 
21 421'9 Provident Ace. and White Cross, London, Eng... . .. 10300, 000 564,274 264,274 . «wastes: sceusued RRR EST ere 
"0 +095 Pradential Casualty and Surety, St. Louis. 300,000 782,036 81,799 97,304 613, 235 277,439 ¥814,270 341,995 Ff fee 712,592 
6,204 oui dential Insurance Co., Newark.... Mutua! %2,491,770,133 «1117, 996, 962 “104, 979, 666 1,417,392 737, 865 1,592,810 900,314 377,062 *220,369 1,416,904 
» 204, OM ic Indemnity, Newark..... — 760,000 ,409,7 1, 160,000 1,678,078 3,836, 287 604,514 414,731,404 1,068,841 ae 2,869, 681 
7 ble Life and Accident,' St. Louis. . . 150,000 536,179 58,785 133,377 949, 265 647,716 978,896 457,691 342,652 22,500 962,963 
ll Reliance Life (Acc.), Pittsburgh. . 11,000,000 268,875,791 3,216,726 2,841,728 694,810 710, 288 782,468 376, 978 7. Bee 787,599 
» 964 Republic Automobile, Detroit. . se 200,000 1,025, 905 81,320 65, 494 1,192,635 1,096,845 1,387,770 696, 503 3 Srrrore 1,307,990 
738.759 Royal Indemnity Co., New York... 2,500,000 24,521,558 3,524,845 3,599,628 14,936,252 15,425,929 16,159,239 9,340,302 9,579,151 500,000 15,572,015 
418" 998 Sant Paul Mere., St. Paul... 800, 000 3,093, 226 355, 753 485, 133 2,074,404 1,541,998 2,191,410 994, 17! | © Brrr 1,677,096 
314. 642 board Surety, New York 1,000, 000 2,045,919 570, 057 902,372 514, 866 412, 286 60, 108 122,402 7,173 50,000 548,971 
38° 629 ty Life, Baltimore......... 10,500 104, 150 16,032 26,661 244,077 238, 326 251,020 98,935  * eee 253,027 
290 787 Selected Risks Ind., Branchville. ' +“ 225,000 610,977 166, 940 60,224 250,513 184, 028 96393 , 557 67,207 45, 267 3,000 171, 205 
235" 495 Southern Life and Health,*! Birmingham 118,370 967,343 217,254 203,595 1,293,404 1,327,037 1,355, 229 490, 341 531,850 13,982 1,281,258 

16 199.44] Sentinel Life (Ace.) Kansas City. . . . 21300, 000 48,239 110,793 377, 783 435, 162 469, 938 436,781 200,870 —— §€=§6smaneas 492,574 

9,386, 007 Southern Fidelity and Surety, Durham...... 76, 100 128, 218 40,429 44,158 11,949 22,459 17,570 3,016 4,670 2,857 27,130 
558, 999 ethen Garety, NOW TER. «22. csciecsccesescce 1,500,000 411,781,497 520,074 850,000 12,505,306 12,113,003 418,116,092 7,851,149 4,268,516 220,000 18,760,883 
60,309 ard Ace., Detroit. 2,500,000 22,826,654 1, 222, 059 1,818,005 18,708,187 19,482,687 19,607,253 11,318,603 11,424,563 275,000 21,988,332 
15,828 Standard Life, Pittsburgh . p we 21356, 095 93,798 79,386 93,354 16, 067 15,797 20, 238 5,438 | irre. 10,430 
213.642 Standard Surety and Casualty, New York. 1,500,000 4,027,543 1,300, 147 1,684,121 1,381,433 709,839 1,836,769 499,914  * eee 1,192,791 
308, 039 Sun Indemnity, New York........... : 1,000,000 4, 689, 694 719, 628 717,921 2,810,127 2,516,833 2,989, 673 1,627,473 re  * : Serre 2,648,779 

4 427 849 Supreme Casualty Co., Milwaukee 25,000 42, 9,738 6,040 60, 206 63,734 , 084 22,514 cS Geers 61,369 
"954" 961 Supreme Liberty Life, Chicago. 2200,000 1,825,092 1195, 546 20, 463 22, 222 6,482 22,310 7,519 ae 8=— sw onsenes 19,851 
1 606,508 Texas Indemnity, Galveston........ 300, 000 865, 832 115, 639 140,324 709,840 741, 644 836, 106 502,298 545, 907 36, 000 870,349 
"904.1 Time Ins. Co., Milwaukee “ 75,000 275,170 73,043 53,601 477,484 519,372 488,270 201,081 245,077 252,505 472,336 
118. 116 Transportation Ind., New York....... 1,000,000 2,475, 141 511,179 1,225, 116 735, 836 976, 996 848,920 575,013 , eee 1,171,268 

2, 239, 575 Travelers Indemnity, Hartford............... 3,000,000 21,411,224 5,094, 840 5,895,940 13,375,163 13,893,289 14,184,848 6, 689, 293 6,342,370 420,000 13,574,445 

2 002 147 prarelers Insurance Co., Hartford... . . 20,000,000 632,922,944 26,963,539 26,583,642 57,715,163 60,997,376 62,728,129 37,275,087 35,443,297 3,200,000 63,548,734 

"370, of _nderwriters Casualty, Milwaukee... . 200,000 512,76 93, 223 130, 109 457,760 220,805 484,706 229,516 A eee 469,785 
BLT ‘nion Automobile, Los Angeles. . 300, 000 3,803,073 343,598 405,214 3,505, 236 2,755, 204 3,907,878 1,798, 649 a Serres. ’ 
397° 15 nion Indemnity, New Orleans. . . 1,000,000 11,848,021 1,015,296 2,000,000 13,556,029 12,653,000 14,110,051 48,935,624 48, 126,133 250,000 15,311,040 

4 975-319 -nion Insurance Co., Indianapolis. . 200, 000 571,721 1,17. 68,932 464,578 447,487 494,996 271,614 ee ——s awe wkas> , 547 

3,443.31 United Auto, Grand ee 100, 000 11,259 29,586 27,670 137,307 208, 838 149, 696 94,917 98,506 ........ 172,826 

10502" go? Cnited Br. Ins., New York... 19800, 000 2,281,394 360,924 421,145 980,521 872,329 1,152,585 346,541 * iro 895, 131 

1.671.783 nited Casualty, Westfield. . 100,000 3 77,451 7106, 217 161,619 155,101 173,559 77,202 68,372 6,000 178,337 

"364, 615 nited Insurance, Chicago 21300, 000 523, 652 9,534 130,921 1, 154, 496 39,231 71,205,248 473,660 Xe eee 1,217,278 

2, 257, bt LC nited Pacific Casualty, Seattle. 400,000 1,440,489 204, 195 300, 000 1, 146,502 1,018,800 1,483,660 676,942 ae 1, 242,093 

3" 704 gig uted States Casualty, New York 1,500,000 11,629,303 1,505,415 2,360,844 9,310,015 10,374,942 9,943,951 7,413,645 6,736,159 240,000 11,177,318 

1 126 98 y. 5 Fidelity and Guarantee, Baltimore............ 10,000,000 65,204,982 11,305,831 14,426,990 41,073,732 42,205,414 44,266,981 26,228,268 24,553,137 2,000,000 44,643, 

1 626, 882 .. 5. Guarantee, New York....... 1,000,000 7,036,048 2,630,856 2,500,737 2,668, 102 2,407,512 2,955,526 874, 146 608, 611 160,000 2,190,531 
57.441 ’.&. Plate Glass, Philadelphia. 100,000 317,133 195,396 300, 069 34,044 30,004 56,031 14,033 15, 109 15,000 54, 153 
89° 14k Underwriters, Jacksonville. . . 200,000 390, 873 44,782 24,583 281,755 311,160 295,960 108,814 110, 787 15,000 291,027 

8. 443,965 hiversal Auto, Dallas. 50,000 1,939, 645 258, 645 300,936 1,706,785 1,909, 553 1,790, 163 1,025,276 et ero ce 1,826, 450 

"305° 629 NS COREE, EMBs inc sce sassceceneses 300,000 662, 161 120,009 205,320 397, 343 319,435 34, 084 234,348 ee eererrr re 423, 464 
. niversal Indemnity, Newark 300,000 639,590 233, 003 253 , 032 97,897 88,117 ieaphion- ¢bncans pices. eesetee’, cgnneene 
+" Mermont Accident, Rutland 10,000 29,172 14,190 14,590 34,702 35, 986 36,309 12,789 | Te TTT Te 35,501 
3.996, 9a ena Life and Cas., * Richmond. . . 38200,000 454,78 29,925 17,424 351,665 317,121 423,048 97,202 5 rere re 353,898 
"139" 4ypcena Surety, Roanoke... 259,000 264, 126 9,546 7,502 2,928 3,943 Seen © © dnaguen pine alte 10,000 11,692 
236 5a sshington Casualty, Newark 150,000 362,765 65,276 127,926 88,412 80, 682 104,151 38, | are 82,880 
58 ime stinzton Fid. National, Chicago. . 21600,000 12,024,800 — *484, 786 412,863 5,682,841 5,771,558 5,682,841 2,383,3b1 2,417,600 ~—s... .... . 5,460,396 

1,238 Tee Cas. and Surety, Ft. Scott. 750, 000 2,973,411 504, 666 500,000 1,654,619 1,093,859 1,758,916 868, 4 448, 163 131,250 1,892,041 

1179" 23Rest American Commercial, Los Angeles. . 250,000 1,506,032 174,825 200, 407 1,549,617 1,958,655 1,625,938 1,077,261 825,816 ,000 =: 1, 864, 026 

2’ 618 Om seonsin Accident and Health, Milwaukee 25, 000 64,744 14,051 19,835 107,479 117,554 189, 986 53, 292 60, 402 6, 250 123, 104 

ede; isconsin National Life, Oshkosh 400,000 6,818,811 21366 , 650 21328 , 055 203 , 292 211,814 209, 844 87,400  '. Serres 213,905 

648° Sup oerine Insurance, Lansing. . 200,000 669, 212 239,117 236, 467 317,941 333, 463 364, 487 204, 954 181,031 17,000 395, 727 

' 495 (2 orkshire Indemnity, New York... . 600,000 1,997,774 625, 837 262,785 683, 096 710,683 71,261,984 454,309 eee 667, 

y Sede parich General Acc. and L., Chicago.. 19§00,000 20,252,905 1,500, 000 1,500,000 13,480,144 13,444,850 14,783,958 8,591,013 7,848,899 =... eee 13, 696, 934 

) 718 

oY Total 1930 (262 companies)... 254,786,304 9.475,739,898 670,544,387 714,460,235 811,370,585 878,241,966 957,666,340 520,984,635 474,660,862 92,553,275 923,004,984 

Oe Mip_laerease in 1930... 2,205,155 173.496, 186 —43,915,848 56,938,567 —86,871.38! 69,212,231 —34.397,417 46,223,773 52,491,278 _ 47,025,720 34,823, 123 
39, 548 

aa __*To policyholders. aIncludes $1,000,000 surplus paid in. bIncludes $15,413 to policyholders. cIncludes $100,000 surplus paid in. d@ Includes 

"048721 700,000 surplus paid in. e Includes $750,000 surplus paid in. f Includes $1,000,000 surplus paid in. gIncludes $200,000 surplus paid in. h Includes 
775, aee2.240 surplus paid in. iIncludes $1,562,500 surplus paid in. j Includes $1,000,000 transferred from capital to surplus. kIncludes $74,575 to policy- 
"4e5 epolders. Includes $90,425 from liquidation of Eureka Mutual Ins. Co. m Includes $2,000,000 paid in surplus. Includes $3,000,000 paid in surplus. 
"993,49p 20Cludes $450,000 surplus paid in. p Includes $533,894 to policyholders. q Includes $340,062 for assumption of Northeastern Surety Co.'s liabilities. 
4 Includes $2,500,000 contribution to surplus by readjustment of capital stock. s Includes $500,000 voluntary reserves. tIncludes $893 surplus paid in. 

w Includes $70,000 surplus paid in. gwIncludes $140,632 to policyholders. 
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5.508 surplus paid in. 


capital stock. 


icyholders. 
w capital stock issued. 


100 stock dividend. 
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7 for purchase of property. 


‘Includes $250,000 surplus paid in. 
ides assigned funds of Life Dept. 
Ity & Federal Fire Ins. Companies. 

® Includes $581,708 dividends to policyholders. 


ibution to surplus of $1,752,326. 


} % Includes $209,084 
00 emergency fund in Life Dept. 
2 Includes Life Dept. 
>Includes $51,550 surplus paid in. 
Includes $290,000 premium on sale of new capital stock. 
% Includes $100,02 
7 Includes $50,000 surplus paid in. ® Reduced from $250,000 by action of directors and stockholders. 
“Includes $37,422,331 contingent reserve for ——T fluctuations or possible depreciation 

een purchased pursuant to the provisions of 
Lewis and James Kerney, Trustees, for the policyholders of the 


is created by exchange for Fire Co. stock. 
ed. “Includes $180,226 organization expense. 
29, and $49,699,837 in 1930, $1,924,455 par value of $2,000,000 capital stock of the company has 
ter 99 of the Laws of New Jersey for 1913 and is now being held by Vivion M. 
} Includes $85,195 liquidation of International Indemnity’s claims and $6,093 liquidation of Great Eastern Casualty Co. claims. 
° 084 liquidation of International Indemnity claims. “Includes $10,921 matured endowments and surrender values under 
ies. “Includes $15,683 matured endowments and surrender values under 10 premium accident policies. 
ate fund for the protection of holders of policies of the United States Indem. Soc. as required by Section 7, Chapt. 177, General Laws of Mass. 


*s not include adjustment expense. 


2% Deficit. 
*® Includes $178,066 to policyholders. 


v Includes $150,000 surplus paid in. 
z Includes $1,760,000 surplus paid in, 


5Includes $320,000 surplus paid in. 
: SIncludes $8,957 net remittance from home office. 
udes $271,521 net remittance from home office. 


dividends to policyholders. 
18 Includes $315,300 to policyholders. 

2 Includes $400,000 surplus paid in. 
26 Includes $1,102 


2 surplus paid 


22Includes $65,566 net remittance from home office. 
ral Surety & Ins. Corp., 15,000 contingent profit on Laundry Bundle Ins. and $13,360 refund on Accident & Health special reserve paid in in 
“Includes $669,558 from sale of companies stock, $228,433 by acquiring Standard Federal Fire and $436,100 by reduction of par value of com- 
1% Includes $22,500 to stockholders, balance to policyholders. ot include 
Includes $300,000 reinsurance premiums 

Includes $4,351 dividends to policyholders. 
to policyholders. 


in. 


home office. 


10 Deposit capital 
1% Includes $40,000 from sale of b 


17 Does n 
aid in advance. ™ Inclu 
* Includes $7,738 
77Includes $33,456 to policyholders. 
%1 Does not include investments. 
% Includes $50,000 surplus paid in an 


*“*Includes $52,481 which 


10 premium 
is held as a 


1Surplus was reduced $75,000 by purchase of goodwill of the Federal 
2Includes $5,000 premium on capital stock and $30,000 contributed in the form of 2000 shares of Federal 
lalty Ins. Co. + $3,497,673 of assets were assigned and transferred to the Southern Holding & Securities 
for the benefit of old stockholders, and $2,250,000 was transferred from capital to surplus, and $3,000,000 was paid into surplus, thus making a net 

® Includes stockholders contribution to contingent reserve, $50,000. 7 Includes 


® Net remittance to in the United States. 


usiness to 


des $2,315 
payments 
25 Includes 


32 Includes 


d $80,667 
%® In- 
in assets 


* Includes 
accident 








Stress 


Protection 


and 


Retirement 


Income 


Suggested Advertising Copy and 

















The Crucial Years 


From the time your first born 


is one year old until your last 


born is 21 your responsibilities 


family 


to give you the maximum of 
protection at 
cost during these crucial years. 


Layouts; Paving Stones on the 
Road to Increased Production 


and flexible coverage. Literally, 

everyone is a prospect for some 
form of this protection. In advertising 
income insurance, the advertiser enjoys 
the cheerful conviction that every per- 
son who reads the newspapers is a 
prospective client for his services. The 
question to decide is merely that of 
what form of income insurance is to 
be featured and the choosing of a suit- 
able message. 

The themes suggested in the display 
advertising on this page cover two 
vital needs—Old Age Security and Pro- 
tection to the growing family. Family 
Income insurance covers the latter, 
while Retirement Annuities can assure 
comforts and even luxuries in that 


[=« insurance describes a broad 


period when the worker is no longer 
able to produce. Variations of these 
messages can be adapted at will. The 
possibilities are limitless. 

For the family man, the average man, 
beset with ever growing expenses in 
connection with usually an ever grow- 
ing family, Family Income insurance 
fills a long felt need. It combines the 
saving advantages of Ordinary Whole 
Life with the full protection of Term 
insurance at a rate which permits a 
more complete protection than would 
otherwise be possible. If the bare es- 
sentials of this plan can be gotten 
across in a brief advertisement, the 
money will have been well spent. Avoid 
attempting a technical explanation of 
the policy benefits. That is a job for 











STATEROOM 
OR 
SPARE ROOM? 


When your productive years are over will 
you be able to indulge that life-long dream 
of world travel? Or will you have to “go with 


one of the children”? Will it be a stateroom, 
or will it be a spare room? Life insurance, 
through a retirement annuity contract, can 
guarantee the stateroom. 


Phone Number 


SIGNATURE 














irreparable. 


YOUR AGENCY SIGNATURE 


are heaviest, your loss to the 


Family 


Income Insurance is designed 


the minimum 











Strive for attractiveness 
in the type set up, keep the message 
brief and of a character to suggest 
that the proposition is one which af- 


the agent. 


fects the interest of the reader. That 
is, keep the tone as personal as is com- 
patible with a dignified presentation. 

In advertising Retirement Annuity 
benefits, it is advisable to lean a little 
toward the sensational. For this rea- 
son: The average human is an in- 
curable optimist. He might very well 
recognize the fact that, being mortal, 
he is liable to die at most any time, 
but try to make him believe he will 
be destitute at sixty-five! It can’t be 
done. Every man has a reserved but 
persistent idea that the other fellow 
may be broke, but personally he will 
have made his pile. 

Therefore, it is well to etch as 
sharply as possible the picture you 
paint. While suggesting the unfor- 
tunate situation faced by the destitute 
old aged, it is possible to at the same 
same time emphasize the happy posi- 
tion of the man who makes provisions 
during his productive years. The pros- 
pect can be made to see that life in- 
surance offers the one best guarantee 
that his declining years will be happy 
ones. 

In the advertisement headed. “State- 
room or Spare Room,” the whole story 
is told in a sentence. Affluent old age, 
travel, happiness, as contrasted with 
that horror of all elderly dependents 
—the charity of relatives. Other pro- 
ductive advertisements might be 
worked out of such needs as are repre- 
sented by the professional or business 
woman, annuities for dependent par- 
ents, educational policies for the chil- 
dren and many other forms of Income 
insurance to cover specific needs. 
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Send in your problem 
today. 


nationally advertised electric re- 
frigerators should call on the lady 
who rules your home and try to induce 
her to buy his product because it is an 
electrical device backed by, say, the 
General Electric Company, what are 
the chances he would make a sale? 
On the other hand, if another chap 
called at your home and said that he 
was selling economical refrigeration, 
economy in buying and preserving food- 
stuffs, greater sanitation and health for 
the family, as well as greater conve- 
nience for the housewife, what would 


I: a representative of one of the 
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his chances be? 
vastly improved? 

A little boy in the rear of the room 
just put up his hand and said, “The 
second salesman!” Johnny was partly 
wrong—the first man was not a sales- 
man! 

This week our approach letter is 
based on the fact that when you ap- 
proach a family head the chances are 
that he is thinking adversely in terms 
of “more insurance” so that your first 
job is to turn his thoughts to income 
from Do that and the 


Would not they be 


insurance. 


15 


This Week: 














amount he should buy is automatically 
fixed in his mind as you figure along 
together. 

It leads to a different process than 
that of a decade or so ago when a sales- 
man said, “Better take ten,” but the 
customer replied, “I guess all I can 
take now is five.” 

It also opens up an ultimate objective 
for the prospect to consider and for 
which he will be one of your regular 
customers until the full family income 
is assured. You may not write the 
entire amount necessary now but you 
have it sold, for delivery later. 
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This Jonequer Business—A dded Comment 


By CLIFTON P. MAYFIELD 
Publicity Manager, The Fidelity Mutual Life 


Who Says: ‘‘ Now, Mr. Glim, While 
You Are Sti in Our Yard... Lend 


Your Ear to a Few Extenuating Facts’ 


the combatants, “Is this a private 

fight—or can anyone get in?” 
must have been in my frame of mind 
after reading the rebuttal argument 
of Aesop Glim in the matter of “Ad- 
vertising by Stealth.” 

The chronology of this Donnybrook 
fair goes back to March 26, when 
brother Glim in Printers’ Ink accused 
one H. S. Jonequer, alleged life under- 
writer, of malpractice. The faux pas 
of the unfortunate Jonequer pointed 
the moral of Mr. Glim’s indictment of 
stealthy methods in advertising and 
selling. 

Then rose Edgar Paul Hermann to 
second friend Aesop’s motion — with 
some reservations. His reservations, 
which appeared in the April 16 issue 
of the SPECTATOR, made good reading. 
Edgar wields a trenchant pen. His re- 
ply got a nice rise out of Mr. Glim. 

In the May 7 issue of the SPECTATOR, 
the latter found plenty to say in re- 
buttal. Up to then I had simply been 
holding Edgar’s coat. My fellow crafts- 
man needed little that I could offer, 
even against so able a wordsmith as 
Aesop. 

But while Edgar gets his breath 
back, and before Aesop recovers his, 
I shall hang my friend’s coat con- 
veniently nearby and edge in with a 
question or two of my own. 


T HE Irishman who hopefully asked 





Admission—With Reservation 


Not to be outdone by Mr. Glim, who 
generously admits the essential truth 
of everything said by Mr. Hermann 
about advertising men, I shall con- 
cede the essential truth of what the 
former says about insurance men. But 
that does not mean that there is noth- 
ing more to be said. 

I pin my first observation on the 
target labeled, “Gentlemen of the In- 
surance World—you are too sensitive.” 
You bet your boots, Mr. Glim, we are 
sensitive. But, like Grape Nuts— 
“there’s a reason.” 

I once writhed while an eminent 
man in your profession, Mr. Glim, 


flayed us in our own convention. My 


dismay, however, rested less upon the 
unpleasant truths broadcast than upon 
the appalling lack of knowledge of our 
business which the gentleman was dis- 
playing. I only mention it in passing 
because the subsequent publication of 
the speech brought comment from 
abler pens than mine. 

Under like circumstances I have re- 
peatedly listened to scathing denunci- 
ations of certain of our direct mail 
plans from the lips of outstanding 
counsellors in this branch of your pro- 
fession—and mine. May I particular- 
ize? 


Faulty—But Effective 


On such occasion the “lead” letter 
used by my company was dissected and 
found faulty in many particulars of 
modern direct mail practice. Some of 
the criticisms were solidly founded. 
But the conclusions reached were ab- 
surdly wrong. 

That particular letter has been used 
without the change of a word for six- 
teen years. Thousands upon thousands 
have been mailed every year, and yet 
it still pulls 10 to 24 per cent in bona 
fide leads from interested prospects. It 
still averages over the United States 
about 15 per cent returns. The di- 
rectly traceable business resulting from 
these leads has always been high. It 
still is high. More than $192,000,000 of 
new insurance has been placed on our 
books through the efficient service of 
this letter. 

Yet each month or so some agency 
stripling (who was in kindergarten 
when this letter first proved itself) se- 
cures an audience through the ancient 
formula, “I have a plan to increase 
your business,” and has the temerity 
to belittle this tried and proven plan. 

I ask you, Mr. Glim, what time al- 
lotment would you assign such men? 
My present practice is to exhaust the 
possibilities of helpful service, but per- 
haps I am wrong. 


We Are Sensitive Because... 


Getting back to the point of our 
sensitiveness: I have held the spot- 





rT Rest assured, Mr. Mayfield, 
and all other readers of the 
“Strange Case of Mr. Jone- 
quer, the fight is strictly 
“free-for-all.” Come on in— 
Bring along Jonequer him- 
self. Maybe he really had a | 
bond and maybe, (doubt- | 
fully) he can sell our friend 
Aesop through these columns 
i —Editor’s Note 
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light on details of these experiences in 
order to support my conclusion that 
advertising men too seldom know any- 
thing about the life insurance busi- 
ness and are far too prone to offer de- 
structive criticism. 

The agency, for instance, that so- 
licits an insurance account without a 
clear understanding of the difference 
in the financial set-up of a stock com- 
pany and a mutual company, or that 
has no conception of how the problem 
of the company operating in New York 
State may differ from one not operat- 
ing in that State—well, it, too, “should 
use more imagination in selecting its 
prospect.” 

That, Mr. Glim, is why we insurance 
people are sensitive—we get too much 
destructive criticism—too little of the 
constructive variety. And it is begin- 
ning to give us a pain in the ear. 
When some kind soul—and we are bow- 
ing to you now, sir—does make a con- 
structive suggestion it is usually 
wrapped in a glittering generality. 

I do not regard your advice to “use 
more imagination in selecting pros- 
pects” as a “caustic criticism,” but 
rather a constructive one—albeit a 
neatly packaged generality. 


Our Guard Is Lowered 


This brings me to my second point, 
and I shall play right into your hands, 
Mr. Glim, because you may use all I 
have to say as proof that our pros- 
pecting is poor. Even so, I shall be 
repaid if you help us solve this thing 
that has been puzzling Edgar and me, 
not to mention all the others in the 
brotherhood. 

In the interest of the common good 
I shall lay myself wide open, and if 
as a result you can point to the elu- 
sive fly in our prospecting ointment, 
for the love of our guild do so. 

And should you conclude that it is 
“more effective advertising” we need, 
please do not abandon the naked ver- 
dict on our doorstep like a foundling, 
but, on the contrary, clothe it as be- 
comes a brain child, with such details 
as how and when and where and to 
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whom, at what cost and how financed, 
so that we may recognize the little 
stranger. Let me warn you these are 
tricky little garments,.and the reason 
there are so few insurance companies 
advertising is because advertising 
agencies cannot stitch a serviceable 
layette for the infant. 

Let me say this, too, Mr. Glim: don’t 
you feel about me as you do about Ed- 
gar. This interchange of ideas is en- 
tirely sufficient to warrant your, so- 
liciting my company. Edgar, too, is a 
democratic fellow, and you shouldn’t 
be so formal with him. My word! you 
would be a poor companion with which 
to survive a shipwreck if no one first 
introduced us. Certainly few of your 
professional associates act that way 
with prospective accounts. 


Sheer Tragedy Confronts Us 


But to get back to prospecting— 

You feel reasonably certain “this 
country is under-insured—years away 
from any saturation point.” We know 
it. And if you could sit at the nerve 
center of an insurance company day 
in and day out, learning first hand the 
stark tragedy behind this simple state- 
ment, you might feel as we are some- 
times inclined to feel—that the end 
justifies the means. Under the circum- 
stances it is commendable that the re- 
sponsible heads of our companies re- 
sist this impulse as well as they do. 

To be a life insurance prospect a 
man must be insurable, able to buy and 
in need of insurance. By the very na- 
ture of the case, he may be unaware 
of the need or willfully blind to it. 
Must he cease to be a prospect on that 
account ? 

On account of these human failings 
it is tremendously difficult for the life 
underwriter to make the selling con- 
tacts normal to other lines of business. 
Let me illustrate: 


Lost Motion? Yes, But— 


There is a concerted movement un- 


der way to make May an up-to-normal 
month for life insurance sales. It in- 
volves accelerated effort. The aim is 
for each underwriter to sell $25,000 of 
life insurance within the month. Now 
measure the effort set up for him as a 
standard of necessary activity. 

He must get six applications to have 
an average chance of meeting the 
quota. To get six applications he must 
secure “seventy-five worthwhile inter- 
views.” To get seventy-five worth- 
while interviews he must make at least 
two hundred and fifty calls. Discrim- 
inating prospecting becomes exceed- 
ingly difficult. 

But even this expectation of accom- 
plishment is an optimistic one for the 
average underwriter. A recent study 
of the records of 1348 underwriters 
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(not star performers) showed an av- 
erage of 9.1 hours expended for each 
$1,000 policy written. In the face of 
such difficulties is it strange, Mr. Glim, 
that men condone their frequently suc- 
cessful efforts to approach by stealth? 


Hair Trigger Prospects 


And prospects sometimes jump too 
speedily to conclusions, Mr. Glim. We 
wish you to help us find a way to 
avoid that, too. Fifty-eight seconds is 
too brief a space of time for one’s blood 
pressure to mount to the point of vio- 
lence, and “I’ll tell you why.” 

In the first place, knowing how vital- 
ly important the first few minutes are 
to gain a fair hearing, the underwriter 
has taken a leaf from the book of other 
successful salesmen. Instead of selling 
a life insurance policy, he tries to sell 
what the policy represents. To the 
young man he sells a savings plan; to 
an investor, diversification; to a teach- 
er, a safe bank; to a mortgagee, an un- 
encumbered home; to the business man, 
perpetuation of his business; to a 
father, the greater earning power with 
which an education will endow his son. 

In this effort to dramatize in his ap- 
proach the thing the policy will do, he 
may sometimes sing his theme song 
too earnestly. The prospect, sensing 
insurance, fails to see or is unwilling 
to recognize the appropriateness of the 
hook-up, and derides the “pretensions” 
of the man who holds his unwilling 
ear. 


Perhaps He Meant This— 


There is another approach which is 
even more legitimate, yet which may 
cause the hectic flush of choler to 
mount the brow of the too hasty pros- 
pect. We refer to the forms of invest- 
ment sold by life insurance companies 
in which life insurance plays no part 
whatever. There are four groups of 
such prospects: 

1. A young man or woman who has 
now no dependents but who later on 
may face an obligation of that kind. 

2. A man or woman of any age who 
has not now and is unlikely in the fu- 
ture to have such an obligation. 

3. A man or woman who, reaching 
middle age, has been relieved in large 
part or wholly from the financial bur- 
den of dependents. 

4. A man or woman who is unable 
to secure life insurance but who has 
need of guaranteed financial protection. 

Let us suppose, Mr. Glim, that you 
(perhaps incorrectly) had been classi- 
fied by Mr. Jonequer in one of these 
groups and that, wishing to dramatize 
his approach to the subject, he de- 
scribed his offering as “a new form of 
investment buying” by which you 
would “immediately acquire title to a 
bond of large denomination” for which 
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you could “pay by the month” and 
yourself decide “how large the monthly 
subscription should be and how large 
the bond itself should be.” 

Would you be surprised to learn, Mr. 
Glim, that my company (and many 
other companies) has a contract which 
may fairly be described in just such 
words and yet in which life insurance 
plays no part whatever? Well, that is 
exactly the case. Furthermore, there 
are other investment plans we offer in 
which life insurance has no place. 


A “Leader to Carry the Line” 


I can add another thought to this 
which may have some bearing on the 
misadventure of Mr. Jonequer. The 
manager of one of our offices, which has 
been most successful in selling our Re- 
tirement Income plan, recently told me 
that an approach on this plan (which 
is not life insurance) was particularly 
fruitful in securing a worthwhile in- 
terview, and that out of these inter- 
views very frequently life insurance 
needs were found which under other 
circumstances would never have been 
uncovered. 

The selection of one “leader to carry 
the line” is a common merchandising 
practice with which you are familiar. 

Whether or not Jonequer feinted 
with this particular opening is beside 
the point” I merely use it in reason- 
ing from the general to the specific 
rather than from the specific to the 
general, which latter, though often 
used, is regarded as unsound logic. 


Not Bought—It’s Sold 


You paid a handsome tribute to life 
insurance in concluding your article, 
Mr. Glim, and to two life insurance 
men. Obviously you have no wish to 
hurt the business. But when a man 
of your following (of which I am one) 
speaks disparagingly, harm is done. 

Competent observers place the 
amount of insurance that has been 
bought at from 1 to 5 per cent of the 
total. The remainder of the one hun- 
dred and eight billion has been sold 
under the most trying circumstances. 
It is axiomatic in our business that 
when a man seeks insurance it is time 
to get out the stethoscope and the elec- 
trocardiograph, for verily there is a 
heart murmur in the offing. 

Thoughtlessness, selfishness, preju- 
dice and indifference stand in the path 
of normal salesmanship in unparalleled 
degree. Constructive help is woefully 
lacking. The situation presents a chal- 
lenge to the great forces of advertis- 
ing and merchandising which have 
been applied with such signal success 
in other lines. 

And finally, sir, I have a last lament 
to make—while we were talking some- 
one took Edgar’s coat. 
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Research Bureau Publishes 
Course for Agents 


Long Awaited Guidebook to Early Production 
by New Men in Field Issued to Members After 


Years of Intensive Study and Preparation 


XTENSIVE plans begun over four 
years ago culminated successfully 
on Saturday when the Life Insurance 
Sales Research Bureau sent to its mem- 
bers the first copies of its Guidebook to 
Early Production. As the title sug- 
gests, this sales training course is de- 
signed primarily to help the new agent 
acquire the information and skill nec- 
essary to make sales early in his career. 
For the first five years of its ex- 
istence, the bureau resisted the demands 
of its membership for a bureau-devel- 
oped course. Four years ago, however, 
the executive committee of the bureau 
and John Marshall Holcombe, Jr., its 
manager, felt that the bureau had at- 
tained sufficient maturity to undertake 
the preliminary research preceding 
actual work on the course. 
Accordingly, the test of what to in- 
clude in the Guidebook was* the ques- 
tion, “What does the new man need to 
know in order to sell effectively and 
quickly?” The informational content 
is limited to the bare essentials and 
gives major attention to methods of 
work and practical selling problems. 
The Guidebook makes use of the 
story form of imparting ideas, avoid- 
ing the abstractions and generalities all 
too common in textbook writing. The 
authors have realized that the typical 
new agent is not much of a student and 
have sought to make the content pre- 
sent a simple, interesting picture of the 
salesman’s job. With the emphasis 
largely on what to do and how to do 
it, the course enables the beginner to 
see himself doing the job. 
Because the Guidebook is intended as 
a standard course for new agents, it 
omits all subject matter of a contro- 
versial nature. Nothing is said about 
participating or  non-participating 
forms of insurance or stock and mutual 
companies. In fact, technical subjects 
are conspicuous by their absence. The 
history of life insurance is also omitted. 
The bureau takes the position that 
these matters are best handled indi- 
vidually by the agent’s instructor ac- 
cording to the ideas and traditions of 
his own company. It suggests, how- 


ever, in the accompanying trainer’s 


manual that these subjects have little 
place 


in the training program until 


the work of getting the new agent into 

production has been carried through. 
The manual of instruction for the 

general agent, manager or training as- 





sistant, accompanying the Guidebook, 


is entitled “How to Train the New 
Man.” It discusses training methods 
and suggests a definite training routine 
covering the first weeks of a new 
agent’s connection with the business. 





DARBY DAY JOINS OLD LINE 
LIFE 


Darby A. Day, formerly of 
Chicago, has been appointed an 
officer of the Old Line Life In- 
surance Co. of America, in the 
capacity of director of agencies, 
Pacific Coast Division. 

















PRUDENTIAL 








Speaking of Salesmen 


A motto which might well be used as 
a rallying cry for those who sell life in- 
surance has been posted on the front of 
a Newark, N. J., church: 


“A green salesman,” it reads, 
“is more promising than a 
blue one.” 


This is a time for courage and 
confidence and those who 
have a fair share of either 
are getting the business. 


The Prudential makes it easier 
with jts LOW NET COST 


policies 
Cw 


The Prudential 


Insurance Company of America 


Epwarp D. Durrte.p, President 


Home Office: Newark, New Jersey 
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EGiFE INSURANCE 
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INDUSTRIAL 


GROUP 





Sees Medical Authority 
Weakening 





Doctor Piper, Chairman of Medi- 
cal Section, A. L. C., Opens 
Meeting with Strong Address 


By FRANK ELLINGTON 


WASHINGTON, D. -C., May 19.— 
Underwriting authority is being rela- 
gated more and more to the actuarial 
and agency departments while the 
medical department’s efficiency in this 
direction is increasingly submerged in 
a sea of detail, clerical work and office 
routine, declared Dr. Charles B. Piper, 
medical director of the Guardian Life 
and chairmah of the Medical Section 
of the American Life Convention, in 
opening the twenty-first annual meet- 
ing of that organization today at the 
Wardman Park Hotel in the capitol 
city. Dr. Piper made a strong plea 
for restless minds in the professional 
field of life insurance medicine and 
urged a closer working relationship 
with the medical profession as a whole. 
He regards underwriting and selection 
as a major medical responsibility and 
suggested that common ordinary men- 
tal laziness might be responsible for 
some of the lost underwriting author- 
ity and prestige. He is of the opinion 
that the medical officer should be given 
periodical leave of absence during 
which he might read, study and fa- 
miliarize himself with general develop- 
ments in other departments of life 

(Concluded on page 27) 





Dr. Charles B. Piper, Chairman 
Medical Section, A.L.C. 
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JOINS MANHATTAN LIFE 





W. T. O’Donohue 


W. T. O’Donohue to Direct 
Agency Department 





Former Vice-President of Jeffer- 
son Standard Life Joins Man- 
hattan Life 


President Thomas E. Lovejoy of the 
Manhattan Life has made the follow- 
ing announcement to the field force: 

“Effective May 13, Walter  T. 
O’Donohue has been elected director 
of agencies. He will have charge of 
the agency department and its affairs.” 

Mr. O’Donohue graduated from Yale 
in 1910 and then took Post Graduate 
work in mathematics at the same uni- 
versity. His first position was in the 
actuarial department of the Jefferson 
Standard Life Insurance Company, 
where he worked until 1912. He then 
went with the actuarial department of 
the Travelers Insurance Company of 
Hartford, but later returned to the 
Jefferson Standard and was continu- 
ously with that company, with the ex- 
ception of the time spent in army ser- 

(Concluded on page 27) 





The annual meeting of the Ac- 
tuarial Society of America is 
being held today and tomorrow at 
the Hotel Roosevelt, New York 
City. A detailed report of the 
proceedings will be given in THE 
SPECTATOR of May 28. 











Illinois Underwriters’ 
Sales Congress 





Over Seven Hundred Attend 
Joint Meeting at Sherman 
Hotel, Chicago 


CHICAGO, May 18.—Life underwriters 
from all parts of Illinois, numbering 
about 700, attended the joint sales con- 
gress of the Illinois Association of Life 
Underwriters and the Chicago Associa- 
tion. The meeting was held at Hotel 
Sherman last Friday. 

A program of unusual merit was 
presented, ranging from inspirational 
talks by leading general agents to very 
helpful discussions of current business 
conditions and of the relationship of 
life insurance and trust companies by 
two prominent life insurance company 
presidents. 

The speakers included Holgar J. 
Johnson, Pittsburgh general agent of 
the Penn Mutual Life; J. E. Kavanagh, 
second vice-president of the Metro- 
politan; Vash Young, New York, a 
leading personal producer; James A. 
Fulton, president of the Home Life of 
New York, and John A. Reynolds, 
president of the Detroit Life. In addi- 
tion, S. T. Whatley of Chicago, past- 
president of the National Association, 
was a pinch-hit speaker for George E. 
Lackey of Oklahoma City, president of 
the National Association, who could 
not attend because of illness. 

The report of the election by the 

(Concluded on page 23) 





H. T. Wright, Presideni Chicago Life 
Underwriters Association 


Life Insurance 











NEARLY $1,000 PER CAPITA 





OF LIFE INSURANCE 


.. . coming out at less than $200 per corpse 





e A brilliantly edited magazine has aroused 
a storm of controversy by saying some 
unpleasant things about the life insurance 
business. Some life insurance officials feel 
that readers of the article may absorb the 
unfavorable things said and overlook the 


counterbalancing facts set forth. 


e However that may be, we all know that 
a great deal of life insurance that is bought 
never eventuates in a death claim. And one 


of the important causes of this condition 


is the high percentage of lapses —espe- 
cially high during the past year and a half. 


e The American Conservation Company 
has made a thorough study of this situa- 
tion. We believe there are certain definite 
remedies that should be applied. We are 
equipped to put these remedies into effect 


for life insurance companies. 


e A consultation will not involve expense 
—nor any obligation to go further. We 


invite correspondence on the subject. 


AMERICAN CONSERVATION COMPANY 


LIFE INSURANCE SERVICE 


Herbert G. Shimp, President 


307 NORTH MICHIGAN AVENUE, CHICAGO 
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McLain Month Big Success 





Solf Contest Develops Remark- 
able Records with Guar- 
dian Field 

During April, which was designated 
“McLain Month” in honor of Vice- 
President James A McLain of The 
Guardian Life Insurance Company of 
America, numerous outstanding pro- 
duction records were achieved by mem- 
bers of that company’s field force. 

The contest took the form of a golf 
tournament with all Guardian pro- 
ducers entered in an amateur cham- 
pionship round and the managers of 
the company’s agencies participating in 
a professional championship. 

Tthe three lowest scoring amateurs 
will make up a foursome with Vice- 
President McLain in a golf tournament 
at the Greenbrier in White Sulphur 
Springs, W. Va., where the Guardian 
will hold its Fieldmen’s Convention 
July 14, 15 and 16. 

R. A. Trubey of Fargo, A. L. Beck 
of Buffalo and W. A. Farrell of Fargo 
finished in the order named to win the 
three foursome honors. R. A. Trubey 
wrote 57 applications during’ the 
month, A. L. Beck secured 37, and W. 
A. Farrell had 38; Beck’s greater vol- 
ume netting him a lower score for the 
round. 





FIDELITY BOARD OF DIRECTCRS 
ELECTS 

Vice-President and General Counsel 
George H. Wilson of the Fidelity Mu- 
tual Life Insurance Company was 
elected to the board of directors at its 
regular meeting May 12, 1931. He as- 
sumes the place made vacant by the 
death of F. X. Quinn. Mr. Wilson was 
appointed to the finance committee, a 
post also held by Mr. Quinn for many 
years. 

The board, at this meeting, elected 
vice-president and manager of agencies 
Frank H. Sykes to the executive com- 
mittee. The vacancy on this important 
committee was also created through the 
death of Mr. Quinn. 





HARRY L. SEAY, JR., BEGINS LIFE 
INSURANCE CAREER 

DALLAS, TEX., May 18.—Friends of 
President Harry L. Seay of the South- 
land Life Insurance Co. today are con- 
gratulating him on the realization of 
an ambition of many years’ standing 
when it became known that his son, 
Harry L. Seay, Jr., had entered the 
business, for which he has been pre- 
paring at Princeton University. Ma- 
jering in economics, he was graduated 
with honors from Princeton in 1930. 
Although impatient to get into the in- 
surance business, he accepted the re- 
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ward for honors won at Princeton— 
an eight months’ trip through the Ori- 
ent. He returned from that trip on 
Saturday, May 2, and on Monday, May 
4, was occupying a desk in the actua- 
rial department of the Southland Life. 





HONORED DURING MAY 

Dr. G. E. Decker, president of the 
Register Life Insurance Co., Daven- 
port, Iowa, is being honored by the 
agents of the company this month in 
recognition of his 25 years of service 
to the company. Each year it is the 
custom of the field force to honor Dr. 
Decker with their production in May, 
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UNIQUE CLAIM SERVICE 


Mr. McCann, of the McCann Adjust- 
ing Company, 701 Sharp Building, Kan- 
sas City, Mo., announces this week the 
opening of a Life Department for the 
purpose of investigating death and 
disability claims. 

Mr. McCann states that this service 
is supplemental to any service now 
being used, so far as he knows, and is 
quite an innovation in the life insur- 
ance field. He has for years specialized 
in fraudulent claims of all types, being 
particularly used by the fire companies 
to make investigation in claims where 
fraud is indicated or suspected. 








Nylic Agents paid for $900,897,700 of new insurance in 1930. 
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Of 


this total 97.1 per cent was on Life and Endowment forms; only 


2.9 per cent was Term insurance. 


These ratios, particularly in the 


present economic situation, demonstrate that Nylic Agents are suc- 
cessfully trained to sell the more substantial forms of insurance. 





NEW YORK LIFE INSURANCE COMPANY 
51 Madison Avenue, Madison Square 





Life Insurance 




















General Agent 
Contracts 


Available for 


General Insurance Firms 


Ohio, Michigan and Indiana 


Write for Information 


Philadelphia Life Insurance 


Company 
111 NORTH BROAD STREET 
PHILADELPHIA, PA. 
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MUTUAL TRUST 
SALES HELPS 


A New Sales Kit 
A New Beginner’s Course 
A New Application Form with 
Binding Receipt 
A New Agents’ Manual and | 
Questionnaire | 


Plus the Policy Contracts, the Agency Contracts 
and the Home Office cooperation which have en- 
abled Mutual Trust representatives to go along 
establishing new records year after year. 


Mutual Trust 
LIFE INSURANCE COMPANY 


EDWIN A. OLSON, President 
77 West Washington Street 
=~ _CHICAGO, ILLINOIS 
As as OLD FAITHFUL” 





1930 our 
greatest year in history 
Insurance in Force now 

over $180,000,000 



































May Is for May 


To the month of May, Peoria Life agents look forward 
with keen anticipation. During this month, they apply their 
efforts and their energy with the highest enthusiasm. For 
May is President’s Month, set apart to express the regard 
of Peoria Life agents for their president, Emmet C. May, 
and all business written during the month is dedicated in 
his honor. 

This is the nineteenth annual celebration of this happy 
tribute. It is a tradition in the Company's Agency Force. 
Little need to say that President's Month is invariably the 
peak month of the Peoria Life calendar. 

But it is more than the most productive month of the 
year—more than a graceful compliment to the company’s 
chief— 

It is an index of the character of the Peoria Life organi- 
zation; a friendly management well acquainted with the 
needs of its agents and intent on serving them well; an 
Agency Force whose best efforts are inspired by sentiments 
of affection and loyalty. It reveals the uncommonly pleas- } 
ant relation that exists between the Peoria Life and its field 
staff—the spirit that has characterized this organization as 
the “Happy Family of Successful Agents.” 


Peoria Life Insurance Company 
PEORIA, ILLINOIS 























The Formula of 


Success 


IFE INSURANCE can be explained in plain, 
everyday language. The facts can be simply 
stated. People need to be told about life in- 

surance by one who knows life insurance and its 
adaptability. Salesmen of integrity, ability and 
courage who will work systematically and plainly 
state the facts of life insurance service will be 
Masters of their craft and successful. 

THE MuTUAL LIFE oF NEW YoRK, with its long 
history of increasing success, offers opportunity. It 
writes Annuities and all Standard forms of life in- 
surance. Disability and Double Indemnity Benefits. 
It has many practices to broaden and expedite ser- 
vice for Field Representatives and for Policyholders. 

Those contemplating engaging in life insurance 
field work as a career of broad service and personal 
achievement are invited to apply to 


THE MUTUAL LIFE INSURANCE 


COMPANY 
of New York 


a 


34 Nassau Street New York, N. Y. 
DAVID F. HOUSTON 


President 


GEORGE K. SARGENT 
2nd Vice-President and Manager of Agencies 


























Cee nn EEE nnEEEEEEEE 


THE SPECTATOR 
May 21, 1931 


























Preparing for Expansion 





The Lincoln National Life to 
Increase Capital Stock by 250,- 
000 Additional Shares 


Directors of the Lincoln National 
Life Insurance Company, Fort Wayne, 
Ind., have voted to increase the author- 
ized capital stock of this company by 
250,000 shares, par value $10 each, and 
stockholders of the company are now 
being asked to authorize the issue of 
this 250,000 additional shares. 

According to the proposal of the di- 
rectorate, the first 100,000 shares are to 
be sold on the open market at not less 
than $50 per share, the remaining 
150,000 shares are to be issued after 
the first transaction is completed and 
at a price of not less than $10 per 
share. Stockholders are being asked to 
waive their subscription rights to the 
first 100,000 shares issued. 

Under this financing plan, the first 
step would add $1,000,000 to the capital 
and $4,000,000 to the surplus and the 
results of the second plan when taken 
would add at least $1,500,000 to the 
company’s capital. The total results, 
therefore, of this new financing would 
add at least $6,500,000 to the company’s 
resources. 

The Lincoln National Life Insurance 
Company, as of Dec. 30, 1930, had a 
capital paid up of $2,500,000; unas- 
signed surplus of $3,500,000 and re- 
serve for various contingencies of $409,- 
104. The company’s tota! admitted as- 
sets as of the same date amounted to 
$76,238,358. During the year 1930 its 
paid for business was as follows: Ordi- 
nary $238,965,498 and group was $26,- 
698,367. Both of these items were sub- 
stantial increases over the company’s 
production for the year 1929. Insur- 
ance outstanding as of the end of the 
year amounted to group $39,738,823 
and ordinary $851,153,364. 








Sales Congress 
(Concluded from page 19) 
Illinois Association was made also. 
C. C. Weber of the Union Central, 
Springfield, was elected president to 
succeed Herbert Hendricks of Peoria; 
N. T. Blanchard, State Mutual, Cham- 
paign, was elected first vice-president; 
Holley Wilson, Peoria, Massachusetts 
Mutual, second vice-president, and L. 
P. Livengood, Danville, Minnesota 
Mutual, was reelected secretary-treas- 

urer. 

Mr. Johngon spoke on “What Makes 
a Sale.” He declared that much de- 
pended .upon the prestige and authority 
of the salesman. The underwriter 
should not only know his own business, 
but the other fellow’s business as well, 
and ‘the public should know that he 
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by policyholders. 


HE MANHATTAN LIFE 

Eightieth Anniversary last year—a conserv- 
ative old company whose policy is Safety, rather 
than Low Net Cost or great volume. 
organization, the Company’s total payments to 
policyholders plus the* amount now held for 
their benefit is $132,557,345.95; this sum is 
$8,238,347.73 in excess of all premium deposits 


observed its 


Since its 











The Manhattan Life Insurance Co. 
654 MADISON AVENUE AT 60TH STREET 
NEW YORK, N. Y. 

Founded 1850 


THOMAS E., LOVEJOY, President 














knows the life insurance business, he 
said. 

Mr. Kavanagh, in speaking on “Mer- 
chandising Insurance Products” mixed 
considerable good humor with his ad- 
dress to drive home his several points. 

Mr. Young spoke on “A Fortune to 
Share” and pointed out that the sales- 
men can develop considerable business 
simply by being thoughtful and helpful 
in their dealings with other persons. 


Mr. Reynolds, in discussing “‘Trustee- 
ship,” declared that the remarkable de- 
velopment of life insurance in this 
country has resulted from three out- 
standing innovations: the first being the 
institution of the settlement options as 
a means of minimizing lump sum set- 
tlements, the second being the adoption 
of the inheritance tax laws, and the 
third was the adoption of the war risk 
insurance plan by the government. 











1930 gave The Lincoln National 
Life Insurance Company, Ft.Wayne, 
Indiana,/O3more pald business 

than 1929. 
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Waiting for the Stork 


Life Publishing Company has graciously permitted this 
reproduction of William Balfour-Ker’s “The Hurry 
Call,” first printed in LIFE, December 3rd, 1904. 


HE nation paid a 

special honor to its 
mothers on May tenth. 
Presents and tokens of 
family love made 
Mother’s Day memorable 
all over the country. 


But while more than 
2,000,000 women passed 
safely through childbirth 
last year, 16,000 died. 
More than 10,000 of these 
women might have been 
saved if they had received 
proper prenatal and ma- 
ternity care and skilful as- 
sistance. What was not 
done for them, however, 
can be done for prospec- 
tive mothers. 


The one way and the only 
way that a woman can 
escape some of the haz- 
ards of motherhood is to 
consult a doctor skilled in 
maternity cases immedi- 
ately after she receives 
her first message from the 
stork, promising a most 
precious gift. 

Or if, for financial reasons, 
she is unable to consult a 
physician, she will prob- 
ably find in most progres- 
sive communities a Ma- 
ternity Center where she 
will be given expert gui- 
dance. She may be told 
that she should have a 
change of diet, or should 
take more rest. She may 
require immediate med- 
ical or surgical care. 


Metropolitan Life Insurance Company 
Frederick H. Ecker, President One Madison Ave., Ne 


Her doctor or the Center 
will explain the laws of 
nature which she must 
obey to avoid needless suf- 
fering—perhaps tragedy. 
And she will be given in- 
structions for safeguard- 
ing her baby as well as 
herself. 


Every woman who is to 
become a mother should 
have an early physical ex- 
amination, including a 
blood pressure test and 
other tests invariably 
given in the great institu- 
tions which are teaching 
the world how to avoid 
dangers formerly consid- 
ered inevitable. These in- 
stitutions have _ proved 
that modern scientific at- 
tention will reduce the 
deathrate among mothers 
more than two-thirds. 


The mother-to-be should 
remain under her doctor’s 
care, or under the gui- 
dance of the Maternity 
Center, until the stork has 
kept his promise and this 
happy message can be sent 
out—“Mother and child 


are doing well.” 


The Metropolitan Life In- 
surance Company will 
gladly mail free, “Infor- 
mation for Expectant 
Mothers,” and a booklet 
describing the work done 
at a well-conducted Mater- 
nity Center. Ask for 
Booklets 5-SP-31. 























Annuities 


AMERICAN 
CENTRAL 
LIFE 


INSURANCE COMPANY 
INDIANAPOLIS 


Old Line Legal Reserve 


Established 1899 


HERBERT M. WOOLLEN, President 
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Insurance in Force 


$375,243,870.00 


Admitted Assets 
$69,614,164.99 


Total Payments 
Under Policy Contracts 


$64,693 ,228.23 


THE LIFE INSURANCE 
COMPANY OF VIRGINIA 


RICHMOND 


BRADFORD H. WALKER, President 
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New York Life Elections 





Eight Vice-Presidents Advanced; 
J. Barstow Small Is Elected 
Board Member 


At a meeting of the board of direc- 
tors of the New York Life Insurance 
Company last week, the officers of the 
company previously holding the title 
of second vice-president were elected 
vice-presidents, President Thomas A. 
Buckner announced. These officers are: 
Alfred L. Aiken, L. Seton Lindsay and 
Arthur Hunter. 

At the same meeting, officers previ- 
ously holding the title of third vice- 
presidents were elected second vice- 
presidents. These officers are: Wilbur 
H. Pierson, Charles H. Langmuir, 
Griffin M.: Lovelace, Walter P. Kings- 
ley and William Macfarlane. The office 
of third vice-president was discon- 
tinued. 

Lawrence F. Abbott resigned as 
director and was elected a secretary 
of the company; the board also re- 
elected as secretaries Leo H. McCall 
and Frederick M. Johnson. 

J. Barstow Smull was elected a di- 
rector, succeeding Dr. Abbott. Mr. 
Smull is vice-president and director of 
the well known shipping firm of J. H. 
Winchester & Company, Inc. He is 
president of the board of trustees of 
Sailors’ Snug Harbor, president of the 
Chamber of Commerce of the State of 
New York, trustee of the Webb Insti- 
tute of Naval Architecture and of the 
Seamen’s Bank of Savings as well as 
of various philanthropic organizations. 


SEMI-ANNUAL MEETING 

CuHIcaGo, May 18.—The semi-annual 
meeting of the Life Office Methods As- 
sociation will be held May 22 at Jack- 
sonville, Ill., as guests of the American 
Bankers Insurance Company. This or- 
ganization composed of life companies 
of Illinois, Iowa and Missouri is inter- 
ested in the application of tabulating 
machines to home office activities and 
records. Eugene Pakes, actuary of the 
Guaranty Life of Iowa, is president 
of the association and will preside. 





HEADS SOUTHWEST ASSN. 


DALLAS, TEX., May 18.—J. W. Law- 
rence was elected president of the 
Southwest Texas Life Underwriters 
Association at the annual meeting held 
in San Antonio. J. Y. Williamson was 
named vice-president and Ralph N. 
Pierce was elected secretary-treasurer. 
Harry D. St. John was named national] 


committeeman. The new directors 
elected are Matthew Brown, Blake N. 
Lancaster, E. M. Goldstein, W. H. 
Childers. 
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Scranton-Pittsburgh, Pa. 
General Agency of a Pennsylvania Company 


Territory unsurpassed and large enough for an un- 


limited production. 


Contract as good as the best, with exclusive rights. 


Confidential communication invited from those with 
clean records and with ability to handle such an agency. 


EXCLUSIVE, 
care of THE SPECTATOR 


Address. 


HOME OFFICE AGENCY STARTS 


Establishment of a home office agency 
in Des Moines‘ was announced this 
week by the Bankers Life Co. follow- 
ing the retirement of C. H. Rosenbaum, 
who has served as agency manager for 
the company in Des Moines since 1916. 
The home office agency will be directed 
by the company’s agency department, 
with Marvin E. Lewis, formerly a re- 
gional supervisor, in charge, with the 
title of supervisor. 





BIG INCREASE FOR 1931 


The American Bankers Insurance 
Company of Chicago reports a 22 per 
cent increase in business in April, 
Policyholder’s Month, over April, 1930. 
The company shows a very wholesome 
gain during the first four months of 
the current year in that the amount of 
business written is 47 per cent over 
and above that written during the first 
four months of 1930. 





JOHN HANCOCK ACTUARIAL PRO- 
MOTIONS 


The John Hancock Mutual Life In- 
surance Co. of Boston announces the 
appointment of Earl M. Thomas as 
an associate actuary to Mr. Howe, and 
also the advancement of Harold A. 
Grout of the department to be an as- 
sistant actuary. 

Mr. Thomas has been assistant ac- 
tuary with the John Hancock since 
1919, and Mr. Grout has been con- 
nected with the actuarial department 
since 1913. 





PILOT LIFE APPOINTMENTS 


The Pilot Life Insurance Company 
of Greensboro, N. C., announces the 
following new general agency appoint- 
ments: Mrs. Thelma B. Sellers, Fort 
Worth, Tex.; C. G. White, LaFayette, 
Ala.; A. L. Cooke & A. E. Russ, Mon- 
roe, La.; E. R. Massie, Clifton Forge, 
Va.; A. R. Harper, Gainesville, Fla.; 
H. J. Green, Jr., Daytona Beach, Fla. 











Methods of Settlement. 


Flexible! Economical! 


50 UNION SQUARE 
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The Guardian’s Family Income Plan! | 


Issued in two forms—$7.50 or $10 per month per $1,000 of insurance. 


Face amount of policy payable in cash at death—or under various Optional 


Attachable to all policy forms except Term. 
Cash and other guaranteed values of original policy not reduced. 


Issued for 20-, 15- and 10-year periods with additional premium for Family 
Income Plan payable for only 16, 12 or 8 years, respectively. 


a) 








May be added to existing Guardian insurance upon medical examination. 


"THE GUARDIAN LIFE 


ESTABLISHED 1860 


| INSURANCE COMPANY of AMERICA 


- NEW YORK CITY 
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TWO IDEAL NOTEBOOKS 


Carry a Complete Insurance Picture of 
Each Prospect in Your Vest Pocket 


LIFE INSURANCE AGENTS VISITS 


The data in this notebook is compactly and cleverly arranged to contain a 
record of all necessary information about each call made, and about each 
prospect—his name, business, address, date of birth, age, insurance car- 
ried (with space for companies, amounts, dates, premiums and plans), 
amount the prospect can put into insurance yearly, dates of visits, dates 
of appointments, plan on which agent is working, the figures, names of 
prospect’s friends, and room for general remarks. In other words—a com- 


plete insurance picture of each prospect, and of each call. 


AGENT’S APPLICATION AND POLICY REGISTER 


In a minimum of space this notebook enables an agent to keep a complete 
policy record of each prospect—his name, mail address, occupation, date of 
birth, age, date of application, amount, plan applied for, premium, result 
(whether accepted or rejected), date, advance settlement, policy number, 
date of delivery, date of issue, amount issued, delivery settlement plan issued, 
discounted by, agent’s commission, discount paid, net premium, date paid 
company, gross premium, and remarks. This is an invaluable record which 














every agent should keep. 


REFILLS AVAILABLE 
Refills for both of these NOTEBOOKS MAY BE OBTAINED AT SLIGHT COST. The genuine 


leather covers of tan pigskin are so durable that they will outlast many refills. 


SMALL COMPACT COMPLETE FLEXIBLE 


These valuable looseleaf notebooks combine attractiveness of appearance with practicality and usefulness. The 


books themselves are small, compact, flexible, and easily handled. Actual size 2% x4'% inches. 


. = Prices, per copy each $1.25 
12 copies $1.15 eimai 
| 25 copies 1.10 
50 copies @ 1.00 OUR NEW NOTE BOOKS 
. r Thinner Than Any Other Kind 


100 copies : 
Thickness of the Average Note Book 500 of Binder 





copies 


PRICES OF REFILLS 


Single copy $ .25 25 copies $4.25 
6 copies 1.20 50 copies 8.00 
12 copies 2.16 100 copies 15.00 


THE SPECTATOR COMPANY 
243 West 39th Street, New York 


Please send me .... copies of LIFE INSURANCE AGENTS VISITS. 
.. copies of AGENTS APPLICATION AND POLICY 


The Spectator Company REGISTER and bill me at your regular advertised price. Send also 


.. refills at price quoted. 





n of United Business Publishers 


243 West 39th Street 
NEW YORK, N. Y. 
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Medical Section 
(Concluded from page 19) 


insurance. He would not consider this 
in any sense a vacation. 

The convention was welcomed to the 
city of Washington by William D. 
Mitchell, Attorney-General of the 
United States. Mr. Mitchell’s felicita- 
tions were especially appropriate in 
this year when the organization finds 
itself twenty-one years old, in that 
he drew the original articles of incor- 
poration and helped launch the old 
Insurance Exchange out of which de- 
veloped the Medical Section of the 
A. L. A. 

Col. Charles B. Robbins, president 
of the convention, addressed the meet- 
ing with a plea for practical optimism 
to offset the evil effects of the depres- 
sion. He is of the opinion that the 
people of the country are neglecting 
their health through false ideas of 


economy, leading to a higher death 
rate generally and particularly in 
suicide. He considers it entirely 


feasible and fitting for the medical 
profession to lead the way in restor- 
ing true standards for human happi- 
ness, standards which are not meas- 
ured in dollars alone. Colonel Robbins 
considers as of paramount importance 
the task of popularizing periodic health 
examinations as a means of detecting 
and halting incipient diseases. 

One of the highlights of the first 
session was the address by Col. Louis 
H. Bauer, former medical director of 
the aeronautics branch of the U.., S. 
Department of Commerce. So also the 
discussion of his remarks, Aviation 
Hazards, by Dr. Lawrence G. Sykes, 
chairman of the aviation committee of 
the A. L. C., and by Floyd S. Prothero, 
of the aviation division of the Travel- 
ers. 

Dr. Bauer considers physical fitness 
of the utmost importance in aviation, 
and he showed through a statistical 
analysis that the slightest deviation 
from the physical normal is conducive 
to accidents in pilots, and is always 
reflected in a higher percentage of ac- 
cidents and fatalities. The human 
element is the deciding factor in avia- 
tion today and will continue to be 
so for many years, in the belief of 
Doctor Bauer. He offered as a sug- 
gestion for improving present day 
conditions that insurance companies 
refuse to insure pilots of companies 
which are lax in their medical super- 
vision of flying personnel. 

Doctor Stykes pointed to the close 
agreement between the statements of 
Docor Bauer, based on actual experi- 
ence, and the findings of the aviation 
committee which recently published a 
tentaive plan for more properly evalu- 
ating aviation risks. 


THE SPECTATOR 
May 21, 1931 








Office Meet 


First Session of New Association 
Attracts Many; Underwriters’ 
Value Stressed 
By Tuomas J. V. CULLEN 

HARTFORD, CONN., May 20.—With 
the increase in size of policies, prob- 
lems in underwriting and selections of 
risks have become increasingly in- 
volved. To provide a proper forum 
for the discussion of the various as- 
pects of the basic function of life 
insurance, and also to allow an inter- 
change of information between com- 
panies and thus to secure closer co- 
operation between the officers in 
charge, the Home Office Life Under- 
writers Association was recently or- 
ganized. The new organization held 
its first annual meeting in the Hotel 
Bond here Tuesday and Wednesday of 
this week. 

The meeting was called to order and 
presided over by Austin D. Reilly, 
supervisor of risks of the Mutual Life 
of New York. Mr. Reilly was elected 
president of the association at its or- 
ganization meeting last November. 

Other officers include: William F. 
Roheffs, assistant secretary, New York 
Life, W. H. Dallas, assistant vice- 
president, Aetna Life, vice-presidents; 
Leigh Cross, assistant secretary, Home 
Life of New York secretary; F. 
Phelps Todd, insurance _ supervisor, 
Provident Mutual Life, treasurer; and 
Malcolm Adam, assistant vice-presi- 
dent, Penn Mutual Life, editor. 

The executive committee consists of 
A. J. Riley, assistant mathematician, 
Mutual Benefit; L. M. Robotham, sec- 
retary, life department, Travelers; 
John R. Harris, manager, ordinary ap- 
plication division, Metropolitan Life; 
Ross B. Gordon, vice-president, State 
Mutual Life; Harold F. Larkin, vice- 
president, Connecticut Mutual; Frank 
N. Everett, manager, ordinary issue 
department, Prudential; M. J. Koniger, 
assistant superintendent, bureau of 
issue, Equitable Life of New York, and 
Walter Pond, manager, underwriting 
department, John Hancock Mutual. 


(Concluded on page 34) 


To Direct Agencies 
(Concluded from page 19) 





vice, from April, 1917, to December, 
1918. 

While with the Jefferson Standard, 
Mr. O’Donohue was successively as- 
sistant actuary, assistant to the presi- 
dent, secretary, secretary and agency 
manager, vice-president and agency 
manager, vice-president and secretary. 
He resigned from the Jefferson stand- 
ard on May 1 of this year. 


Underwriters of Home 











WHY 
WE PICKED 
NYNL 


R. H. Carter and V. L. Thompson, life 
insurance men of high standing and 
years of experience, were recently 
appointed as NwNL managers for 
Arkansas. They wrote and placed in 
the Arkansas Gazette an advertisement 
announcing their appointment, from 
which the following is taken: 


@@ We picked the North- 
western National Life for the 
following specific reasons: 


1. Age, size, strength and repu- 
tation in all of which respects 
the Northwestern National 
ranks among the first ten per 
cent of American Legal Re- 
serve Companies. 


2. Sound and conservative invest- 
ment program. Forty-four per 
cent of total assets in high 
grade bonds and cash, bonds 
showing present market value 
substantially higher than pur- 
chase price. No part of legal 
reserves invested in stocks of 
any character. 


3. Offers both participating and 
non-participating insurance at 
exceedingly favorable rates to 
policyholders. 


4. Highly developed agency train- 
ing program, especially valu- 
able to new men in the life 
insurance business. @® 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


O J ARNOLD. parswex 


STRONG~- Minneapolis Minn. ~ LIBERAL 
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IS SAFETY! 


Seething in strength, the powerful locomotives transport across coun- 
try and-over mountain pass their many tons of commercial burden. 











Cash Capital 5 


$24,000,000.00 
| , 
Pay. ol By superb strength they safely, surely and rapidly carry the load. 
(Accumeleted aa 78 Years) 
Surplus to Policyholders Carrying the continual load of losses in fire 


$61 ,491,905.53 


Additional Funds 
$40,721,992.00 


insurance and surmounting the occasional 
heavy grades of conflagration, requires of a 





(Pro rete Uncemed Promiven) fire insurance company a great degree of 
Reserved financial strength. It must not give way when 

ot Miscell Aa ts, Taxes, Dividends and e 
Bey inp the load becomes heavy. For seventy-eight 
a years “The Home of New York” has ap- 
Oe plied its great financial strength to the prompt 














511689619594 and just settlement of its losses. It has 
= always carried the load. 
THE HOME comrany NEW YORK 
COMPANY 
ORGANIZED 1853 WILFRED KURTH, President 


59 MAIDEN LANE 
Strength ” Reputation * Service 
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1930 Fire Business 
in Connecticut 





Colonel Dunham’s Report Shows 
Decreases in Premiums and 
Profits; Fire Loss Down 


A decrease of $515,149 in losses in- 
curred on Connecticut fire business by 
all fire insurance companies during 1930 
is noted in the annual fire and marine 
report covering the business of 1930, 
a summary of which was released re- 
cently by Insurance Commissioner How- 
ard P. Dunham. Premiums received, 
however, declined by $1,832,985. Losses 
incurred amounted to $4,409,219, com- 
pared with $4,924,368 in 1929, and pre- 
miums received totaled $13,135,190, 
compared with $14,968,175 in 1929. 
The underwriting experience in Con- 
necticut was slightly less profitable in 
1930 than in 1929 for all the companies 
licensed to do business in Connecticut. 

The annual report indicates that the 
past year was a poor one for all the 
companies on their total business, a 
sharp increase in the loss ratio and 
investment losses being the outstanding 
reasons. The total losses incurred by 
the fire insurance companies reporting 
to the Connecticut Insurance Depart- 
ment in 1930 were $469,186,488, an in- 
crease of $35,135,461 over 1929. 
Earned premiums decreased by $16,- 
648,888. Improved building construc- 
tion, smaller inventories, shorter term 
policies and lower rates were contribut- 
ing factors in the decline in premium 
income of the fire insurance companies. 

An underwriting gain in surplus of 
$50,820,004 in 1930 was reported by the 
308 fire and marine companies report- 
ing to the Connecticut Insurance De- 
partment, as against $87,244,952 re- 
ported by 300 companies in 1929. The 
investment losses aggregated $123,086,- 
043, as compared with an investment 
profit of $41,658,384 in 1929. 

The Connecticut stock fire insurance 
companies showed an_ underwriting 
profit of $1,476,495 in 1930, as com- 
pared with a profit of $10,749,059 in 
1929. The-loss ratio for the Connec- 
ticut companies on their total business 
was 51.69 per cent in 1930, as compared 
with 45.28 per cent in 1929. 

The gross interest and rents earned 
by Connecticut companies amounted to 
$14,070,700 in 1930, an increase of 
$400,232 over the preceding year. In- 
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NEW YORK TO CLEAN HOUSE 


Through the Merchants’ Asso- 
ciation of New York, Fire Com- 
missioner Dorman has urged a 
general “spring cleaning” of New 
York offices, factories and homes. 
The commissioner’s letter, distrib- 
uted by the Association, says in 
part: 


I want to suggest to everybody 
that now is the time to look over 
their shops, manufacturing plants 
and stores, as well as their homes, 
with a view to cleaning out in- 
flammable waste material. The 
place to look is in the dark cor- 
ners and in out-of-the-way places, 
for there is where it accumulates 
and there is where it is the most 
dangerous. 

Through the Merchants’ Asso- 
ciation I desire to make the sug- 
gestion to every business concern 
that one competent employee be 
designated at once to make a 
“rubbish inspection”;. that this 
employee be directed to place his 
report in the hands of the execu- 
tive manager of the premises, 
and that the executive manager 
take steps immediately to see 
that the condition is corrected. 
We do not know why rubbish ac- 
cumulates more in the winter 
than it does in the summer, but 
the fact is that it does, and that 
special incentives are needed to 
get rid of it when the warm 
weather comes around. 











vestment losses in surplus amounted to 
$7,758,882, as compared with a gain 
of $10,897,059 for 1929. Dividends de- 
clared totaled $8,890,000 in 1930, as 
against a total of $8,867,000 in 1929. 

Leaders in net fire premium income 


from Connecticut business in 1930 
were: 
Aetna Insurance Company, $497,- 


732.33; National Fire Insurance Com- 
pany, $490,893.30; Hartford Fire In- 
surance Company, $403,734.02; Home 
Insurance Company, $373,992.88 ; 
United States Fire Insurance Com- 
pany, $310,397.90; Travelers Fire In- 
surance Company, $288,801.21. 





ROSE PLANS BLUE GOOSE TOUR 
Henry L. Rose of Baltimore, Most 
Loyal Grand Gander of the Blue Goose, 
despite his recent painful injury, will 
leave on May 24 for a long trip in the 
interests of the organization. 


Modified Qualification 
Bill May Pass 


Amendments to Illinois Bill Pla- 
cate Some Opponents; License 
Bill Also Revised 


CHICAGO, May 18.—At the demand of 
Illinois life insurance companies, the 
agents qualification bill now before the 
Illinois legislature has been amended 
to exempt representatives of [Illinois 
life companies, fraternal beneficiary so- 
cieties and farm mutual companies. 
This change has the approval of the 
State insurance department, and 
chances for the bill’s enactment are 
now considered improved. 

The brokers licensing bill has been 
considerably revised. Under’ the 
amended provisions brokers would be 
permitted to employ solicitors and to 
license them. The effective date has 
been changed to March, 1932, and the 
appropriation feature has been re- 
moved to eliminate the necessity for 
approval by the committee on appro- 
priations. 

Both bills have been reported out 
favorably by the house insurance com- 
mittee, and are now on first reading 
in the house. 

To date 108 bills affecting insurance 
have been introduced in the Illinois leg- 
islature. A large number of these pro- 
posed measures are objectionable to the 
business, and under the leadership of 
the Insurance Federation of Lllinois a 
concerted drive against them is now 
being pursued. House bill 660 and 
Senate bill 459, which amend the work- 
men’s compensation act increasing 
awards are now before subcommittees, 
and before they are reported out a com- 
promise between employers and labor 
interests is expected, as the awards 
provided in the bills are considered 
entirely unwarranted. House bill 29, 
the financial responsibility for motor- 
ists measure has been reported out 
favorably by the House motor vehicles 
committee and is now on first reading 
in the House. House bill 728 covering 
misrepresentation of insurance policies 
has been passed by the House as have 
House bills 193 and 194 permitting 
county mutuals to write hail insurance. 
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(¢— REPRESENT the Twin City because I am 


‘sold’ on the way the Twin City does business. 
It has strong and solid financial resources, skilled 
underwriting management and a definite way of 


helping its agents get business.” 


Would you like to represent a com- 
pany small enough to appreciate 
good business and big enough to 
help an agent get it? If you are 
interested, write to 


T W IN a 8 een oe 


Fire Insurance Company 


JOHN H. GRIFFIN, Vice-President and Manager 
MINNEAPOLIS, MINNESOTA 
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Western Bureau Meets 
in Briarcliff 





Pres. Rawlings Scores Critics and 

Denies Indifference to Agents; 

Reviews Bureau’s Past Work 

By A Staff Writer 

BRIARCLIFF, N. Y., May 19.—Mem- 
bers of the Western Insurance Bureau, 
Inc., in annual closed executive session 
here today and tomorrow in the Briar- 
cliff Lodge report a splendid meeting. 
Although no movements of an unusual 
nature are expected to take place, many 
pertinent problems of fire insurance are 
being discussed. 

Early this afternoon, President Ralph 
Rawlings scored critics of the bureau 
as insidious propagandists. He denied 
rumors that the organization was not 
cooperating with the National Associ- 
ation of Insurance Agents, and said 
that the latter body had no truer friend 
than the bureau. 


Opposes Separation 


“The Western Insurance Bureau,” he 
declared, “for years has been a strong 
and consistent opponent of agency sep- 
aration. Other organizations advocate 
separation as one of the first principles 
of their platform. There is no use dis- 
guising the fact that separation, from 
a company standpoint, has purely sel- 
fish motives. The real bases back of 
separation are the commissions paid to 
local agents, and the only purpose in 
effecting separation is to reduce these 
commissions. 

“Is it not folly to assume,” he con- 
tinued, “that organizations which are 
strong advocates of the separation idea 
are the real friends of the National As- 
sociation, whereas, an organizaton that 
has always opposed this principle is 
subject to underground criticism? 

“Should the last strongho!d of the 
only independent organization in the 
United States today be destroyed, there 
remains little for the local agents to 
look forward to except dealing with a 
dictatorial majority.” 


Dwellins Risk Contract 

Mr. Rawlings went on to quote freely 
from the annua! messages of past presi- 
dents to point out the constructive work 
and the high ideals which, he said, have 
always been a counterpart of the West- 
ern Insurance Bureau. He said that 
the members of the present body were 
well equipped to carry on the construc- 
tive work because they had inherited 
the fighting spirit of the former bureau, 
and also the famous “declaration of 
principles” from which the body has 
never deviated. 

H. A. Clark, chairman of the board, 
read the annual report of the directors. 
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ADVERTISING MEN MEET IN 
NEW YORK 


Advertising managers representing 
life, fire and casualty insurance com- 
panies throughout the United States 
and Canada, all of them members of 
the Insurance Advertising Conference, 
are meeting in New York today. 

Several subjects of importance to the 
insurance fraternity are to be discussed 
by those attending the meetings, in- 
cluding the two which have aroused 
considerable comment during recent 
weeks—that of preventing new com- 
panies from “pirating” the names of 
older organizations and that of com- 
bating a tendency on the part of certain 
writers and publications toward ridi- 
culing those engaged in the business of 
selling insurance. 

The first of the meetings, scheduled 
for the Hotel Pennsylvania, at 11 a. m., 
is that of the Life Group standing 
committee, which is composed exclu- 
sively of advertising managers repre- 
senting life insurance companies. The 
second meeting is that of the executive 
committee of the I. A. C. and will be 
held at the New York Athletic Club in 
the evening. The executive committee 
is composed of the following members 
of the I. A. C.: 


Chauncey S. S. Miller, president; 
Lorry Jacobs and Leslie A. Tillinghast, 
vice-presidents; Arthur H. Reddall, sec- 
retary; Henry H. Putnam, treasurer; 
C. E. Rickerd, Frank S. Ennis, Bart 
Leiper, Harold E. Taylor and J. E. D. 
Benedict. 








Of principal interest was the fact that 
the bureau had adopted on the advice 
of the subscribers actuarial committee, 
a supplemental (six point) contract to 
be attached to fire policies, on dwelling 
risks including other risks occupied in 
whole or in part for dwelling purposes, 
covering loss by aircraft, explosion, 
hail, motor vehicle, riot and windstorm. 
This contract will be in use in Ohio, 
Indiana, Illinois, Wisconsin, Kentucky 
and Tennessee, it was stated. It was 
further advised to extend the new con- 
tract to all the Western territory. 


Rates Reduced 


Rates have been reduced on dwelling 
explosion hazards from 5 cents to 2 
cents on each $100 of insurance, it was 
announced. Attention was called to the 
fact that some Nebraska companies are 
accepting five-year contracts for four- 
fifths of the annual premium, and col- 
lecting one-fifth of the entire premium 
annually. This practice was not con- 
doned, but the directors did not think 
that any bureau members were guilty. 

Officers of the bureau will be elected 
tomorrow by the board of directors. 
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New York Ins. Society 
in Annual Meeting 


Officers Reelected and Annual 
Report Presented by Secre- 
tary-Treasurer Hardy 


The annual meeting of the Insurance 
Society of New York, Inc., was held 
Tuesday afternoon at the rooms of the 
society, 100 William Street, New York 
City. George E. Hayes was reelected 
president and the other officers were 
reelected as follows: Lyman Candee, 
first vice-president; Alexander R. Phil- 
lips, second vice-president; Edward R. 
Hardy, secretary and treasurer. Ru- 
dolph C. Neuendorffer was elected a 
director for one year and William A. 
Earl and William D. Winter were 
elected directors for three years, and 
the following were reelected directors 
for three years: James J. Hoey, Charles 
F. Wickham and Frank F. Koehler. 





Secretary's Report 


Secretary and Treasurer Edward R. 
Hardy presented his report for the 
year, reporting a total membership of 
1713. There are nine women members. 
Mr. Hardy discussed the meetings held 
during the year, the publications of the 
society, the prizes awarded in the in- 
surance educational courses and gave 
an interesting summary of the educa- 
tional courses. He also pointed out 
the wide use that is being made of the 
society’s excellent library. He asserted 
that he was sometimes led to make the 
statement that the library was the best 
insurance library in the United States, 
and “in my most enthusiastic moments 
I say the best in the world.” He also 
discussed the financial position and de- 
scribed the funds which help to con- 
tribute to the annual income. 


B. PRESSLEY WALKER DIES 


Following a protracted illness, B. 
Pressley Walker, Georgia State agent 
of the Liverpool & London & Globe 
Insurance Company, Ltd., died in At- 
lanta May 12. He was a native of that 
State and had served in the field there 
more than twenty of his twenty-eight 
years with the L. & L. & G. His in- 
surance career was one of splendid ac- 
complishment and his fine character and 
cordial nature will long be remembered 
by his friends and associates. 








Opinion at today’s session was that the 
present officers, Ralph Rawlings, presi- 
dent; H. A. Clark, chairman of the 
board; Alfred F. James and D. W. 
Crane, vice-presidents; F. S. Danforth, 
treasurer; Benjamin Auerbach, secre- 
tary, and Fred C. Schad, assistant sec- 
retary, would be reelected. 


Fire Insurance 




















(£ a i 
RETURN THIS COUPON TODAY! 


Camden Fire Insurance Association 

Camden, New Jersey 

, You may mail —without obligation of any 
kind—the complete portfolio containing the 
direct-advertising program which Camden 

has prepared for agents 
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HEY will be men who appreciate the impor- 

tance of direct advertising prepared specifically 
for them. They will be men who know the value of 
advertising which seeks primarily to fortify their 
positions as expert insurance counselors. 
Camden advertising does not press the buyer to in- 
crease his insurance. It does insist that he be covered 
for all possibilities. And it assures him that you—the 
agent—are completely qualified to diagnose his hold- 
ings and advise him. Camden advertising, in a word, 
is the kind of advertising you would write yourself! 
It is your advertising. It goes to your prospects over 
your name. 


Investigate. Return the coupon today and find out, 
for yourself, what this company can give you, and 
how it is prepared to stand behind you in increasing 
your business through fire insurance side lines, com- 
plete Inland Marine coverages and Automobile policies. 


Camden is commemorating its Ninetieth Anniversary 
this year—ninety uninterrupted years of fair dealing 
and co-operation with an increasing number of agents. 


The Ninetieth Anniversary of an Agency Com- 
pany Known for its Co-operation and Fair Dealing 
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CAMDEN FIRE 


INSURANCE ASSOCIATION 
Camden, N.J. 
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$3.000.000.00 | 













ORGANIZED 





- 25 
n HOUTA J 





§ OLD MAN OF T 


NEW HAMPSHIRE 
FIRE INSURANCE CO. 
Manchester, N. H. 
ASSETS $17.750,177.97 


TOTAL LIABILITIES EXCEPT CAPITAL 
$6.369.438.96 


POLICYHOLDERS SURPLUS 
511.380, 739.01 


SIXTY-ONE YEARS OF ACHIEVEMENT 
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for progressive agents... 















Life The Spirit 
Underwriting of Life 
Efficiency Underwriting 







by Walter Cluf by Walter Cluf 


Repeatedly described as In thts book, a sequel 
the best beginners text to Life Underwriting 
available on life insur- Efficiency, the author em- 
ance salesmanship. Nu- phasizes the importance 
merous subtle ways of at- of physical appearance 
tracting the prospects at- and mental attitude. This 
tention and beguiling book is not only highly 
methods of approach are inspirational to both the 
outlined, followed by new and the experienced 
many ingenious. closing salesman but also offers 
suggestions, Selling ade- many new and effective 
quate coverage is stressed sales methods. One Gen- 
with definite examples to eral Agent says it is “the 
show how the salesman best sales book for both 
may lead the prospect to 
discover the extent of his 
own needs. 


Price $1.00 


12 copies, $10; 
25 copies, $20. 














new and old men I have 
read in my 26 years in the 
business.” 


Price $1.00 


12 copies, $10; 
25 copies, $20. 











C. L. U. DEGREE QUESTIONS & ANSWERS 
Price $1.00 


12 copies, $10. 


Copies of complete set of questions and 
answers to the last Degree 
examination. Limited supply. 








ORDER TODAY FROM 
THE INSURANCE FIELD 


P. O. Box 617 
LOUISVILLE, - KENTUCKY 
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KEEN INTEREST OF ALABAMA 
ASSOCIATION MEMBERS 


BIRMINGHAM, ALA., May 19.— 
Aggressive action of the Alabama As- 
sociation of Insurance Agents in its 
Gadsden convention on a number of 
agency problems is bringing a response 
in the form of a number of new mem- 
bers according to Enoch Morris, as- 
sistant secretary. A copy of the Ala- 
bama Insurer, official organ of the as- 
sociation, will go out to agents this 
week giving proceedings of the conven- 
tion on such absorbing topics as agency 
qualification, contingent commissions 
and non-recording agents. 

It is pointed out that the association 
now controls 80 per cent of the busi- 
ness written in Alabama and by the 
addition of new members will raise this 
figure. More than 200 agents attended 
the convention and others who have 
been delinquent in their fees are being 
shown the fight the association is con- 
ducting before the legislature and 
otherwise to preserve the best interests 
of the agent. Those who have not done 
so are requested to sign their national 
association pledge and send it in. 


E. R. WILSON SUCCEEDS LILLY 


CHIcAGo, May 19.—E. R. Wilson has 
been appointed manager of the loss de- 
partment in the western headquarters 
of the America Fore group succeeding 
G. W. Lilly recently named manager 
of the Fire Companies’ Adjustment 
Bureau at New York. With nearly 
thirty years’ experience in loss adjust- 
ment work, Mr. Wilson has been as- 
sistant to Mr. Lilly since the organiza- 
tion of the joint loss department for 
the America Fore companies. C. H. 
Johnson, State adjuster for Wisconsin, 
is being transferred to Chicago to be- 
come assistant to Mr. Wilson. 


GENERAL AGENTS’ COMMITTEES 


J. K. Shepherd of Little Rock, Ark., 
president of the American Association 
of Insurance General Agents, has an- 
nounced the appointment of the follow- 
ing committees: 

Executive Committee—Langdon C. 
Quin, chairman, Atlanta, Ga.; T. L. 
Lauve, Dallas, Tex.; J. G. Leigh, Little 
Rock, Ark.; Herbert Cobb Stebbins, 
Denver, Colo. 

Conference Committee — Herbert 
Cobb Stebbins, chairman, Denver; W. 
L. Wakefield, Hartford, Conn.; Louis E. 
English, Richmond, Va. 

General Welfare Committee—K. S. 
Dargin, chairman, Houston, Tex.; T. W. 
Garrett, Jr., Kansas City, Mo.; George 
L. Ramey, Indianapolis, Ind. 
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Milton H. Steele 


Reelected President of the Insurance 
Federation of New York 








AMERICAN RESERVE INSURANCE 
COMPANY, NEW YORK 

In the Fire Insurance Policyholders 
Pocket Index for 1931, three ratios in 
relation to the 1930 business of the 
American Reserve Insurance Company, 
New York, were incorrectly shown as 
follows: Losses paid to premiums writ- 
ten, 93.8 per cent; losses incurred to 
premiums written, 85.9 per cent; 
underwriting expenses paid to pre- 
miums written, 66.1 per cent. 

The correct ratios which should have 
been reported in relation to the 1930 
business of this company are as fol- 
lows: Losses paid to premiums written, 
65.8 per cent; losses incurred to pre- 
miums written, 60.3 per cent; under- 
writing expenses paid to premiums 
written, 46.2 per cent. 

The company closed the fiscal year 
1930 with a paid-up capital of $1,000,- 
000, with total assets, $5,961,373; with 
an unearned premium reserve of $2,- 
864,805, with net surplus of $1,603,- 
141 which, with its paid-up capital, 
$1,000,000, gives it a surplus to policy- 
holders of $2,603,141. Net premiums 
written during the year amounted to 
$3,354,853. 


O. H. REMMERT TO REPRESENT 
LA SALLE FIRE 


Alonzo Church, vice-president and 
general manager of the La Salle Fire 
Insurance Co., recently announced the 
appointment of O. H. Remmert as gen- 
eral agent for the La Salle in Hous- 
ton, Tex. Mr. Remmert was previous- 
ly a special agent for Hornberger Beck- 
man of San Antonio, Tex., and has had 
a wide experience in the insurance busi- 
ness. Mr. Remmert’s offices will be 
located 1317 2nd National Bank Bldg., 
Houston, Tex. 
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New Jersey News 


and Comment 


TEADY and copious rains last 
S week did much to relieve any 
anxiety that might exist as to the pos- 
sibility of a shortage in water supply. 
Another and convincing evidence was 
furnished of nature’s valuable assist- 
ance in quenching grass and forest 
fires. Of this latter kind of destruc- 
tion there were forty-eight reported 
for the State of New Jersey in one 
week. 

*” * * 

The Borough Council of Lodi has 
applied to the National Board of Fire 
Underwriters for a re-survey of the 
town for the purpose of securing a re- 
classification and reduction of insur- 
ance rates. Many extensions of water 
mains have been made during the past 
year and several additional fire hy- 
drants installed. Lodi is now rated as 
an E town. 

oe - oa 

At a final hearing in Hackensack by 
the Workmen’s Compensation Bureau 
of the State Department of Labor, a 
judgment of $14,000 against Spencer 
Kellogg & Sons, Inc., linseed oil manu- 
facturers of Edgewater, was awarded 
to Mary Horak for the death of her 
husband. He was severely burned 
July 20 by an explosion of caustic soda 
and steam while cleaning a linseed oil 
still, and died four days later. 

” - a 

The new composite building form, 
sponsored by the Bergen County Asso- 
ciation of Insurance Agents, submitted 
some time ago to the Schedule Rating 
Office for approval, is being subjected 
to further revision and alteration. 
Members of the association have al- 
ready filed orders for upwards of 50,000 
copies when the completed form is ac- 
cepted and ready for delivery. 


NEW YORK BROKERS REELECT 


SCHIFF 
At a meeting on May 13, the board of 
directors of the Insurance Brokers 


Association of New York re-elected the 
following officers for the ensuing year: 
President, William Schiff, first vice- 
president, Louis J. Rice; second vice- 
president, Lyman E. Thayer; treasurer, 
Carlton O. Pate; secretary, Walter J. 
Mosenthal and executive secretary, 
Berthold M. Harris. 





BRANIFF KANSAS OFFICE 
J. Dale Melton, formerly office man- 
ager of the Braniff Insurance Agency 
in Oklahoma City, is now located in 
Wichita where he has charge of the 
Kansas Field for the T. E. Braniff Com- 


pany. 


Fire Insurance 
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News of San Francisco and the Coast 


SSOCIATED Fire & Marine has 
A been authorized to operate in 
Kansas. It will be under the super- 
vision of A. B. McLean, resident man- 
ager for the Associated Indemnity and 
fire and marine companies at St. Louis. 

Application for license has been made 
by the Associated Indemnity Corpo- 
ration in Mississippi and Louisiana, 
and the Associated Fire & Marine has 
applied for admittance into Maryland, 
Tennessee, Mississippi and Virginia. 
The former company is now doing 
business in 22 States, and the latter 
in 18. 

President C. W. Fellows is now in 
the East, making the arrangements 
entailed by the extensive expansion 
program being undertaken by the two 
companies. 

* * 7 

At the annual meeting of the Insur- 
ance Federation of California, held at 
San Francisco, May 12, J. B. Levison, 
president of the Fireman’s Fund group 
of companies, was reelected president; 
J. H. Schively reelected secretary, and 
Harry R. Schroeter of Oakland, Cal., 
was elected a vice-president, replacing 
his partner, the late L. C. Hotchkiss. 
All other vice-presidents were  re- 
elected. Two changes were made in 
the executive committee: Clifford Conly 
succeeded L. S. Landis and Harold F. 
Mills replaces the late F. H. Rhoads. 


* *« * 


Jay C. Wickler, assistant manager 
of the Clifford Conly office at San 








Michigan Insurance Code 
Amendment Passed 


LANSING, McCH., May 18.—Placed in 
jeopardy momentarily when an effort 
was made to attach an amendment con- 
taining the substance of the Rushton 
auto rating bill, the Cowan measure 
making changes in the Michigan in- 
surance code in line with departmental 
recommendations was finally passed 
during the past week in the State legis- 
lature and is ready for submission to 
Gov. Wilber M. Brucker for his sig- 
nature. 


NO QUALIFICATION FOR 
MICHIGAN 

LANSING, MICH., May 18—Michigan 
will have no agents’ qualifications law 
on its statute books for at least another 
two years, it was determined in un- 
mistakable fashion during the past 
week when the House attached the 
negative roll call to the Wilson bill, 
which would have set up limited quali- 
fication requirements for the fire and 
casualty business. 


Fire Insurance 


Francisco, has been named chairman of 
the Arizona Advisory Committee. Mr. 
Wickler has been active in the affairs 
of the committee for several years past. 


* * * 


Philip J. Fay, veteran insurance 
broker and member of the brokerage 
firm of Nichols & Fay at San Fran- 
cisco, is being acclaimed by press and 
public alike as the one responsible for 
securing the 1932 meeting of the United 
States Chamber of Commerce for his 
home city. Mr. Fay is a member of 
the board of directors of the United 
States Chamber of Commerce, and a 
past president of the San Francisco 
Chamber of Commerce. The meeting 
of the national Chamber in San Fran- 
cisco will mark the first time that the 
organization has met west of the 
Rockies. 

* * * 

The California Association of In- 
surance Agents are arranging for a 
series of regional meetings to be held 
in the southern part of the State dur- 
ing the latter part of May and in the 
first part of June. President Eugene 
Battles and Executive Secretary Frank 
C. Colridge will be in charge of the 
meetings. 


Home Office Underwriters 
(Concluded from page 27) 

Following the election of about ten 
new members and their introduction to 
the convention, the formal discussions 
were opened. Franklin B. Mead, execu- 
tive vice-president, Lincoln National 
Life, Fort Wayne, read a paper, “Un- 
derwriting, A Major Executive Func- 
tion.” 

Mr. Mead outlined the responsibili- 
ties and duties of the home office un- 
derwriters. The success of a life 
insurance company to an extent thus 
far not appreciated rests upon this 
officer. The selection of risks in this 
modern era is becoming of increasingly 
essential importance and demands a 
properly organized underwriting de- 
partment with an accredited place in 
the executive scheme of management 
on a par with the medical and actuarial 
departments. Today the financial and 
character reports are as necessary as 
the medical report, and in the rejection 
or acceptance of large lines have even 
greater weight. 

The underwriter must have the co- 
operation of the agency organization 
as well as the other departments, and 
the agent must be taught to realize 
the importance of furnishing complete 
information to the underwriter. 

The discussion which followed at- 
tracted almost everyone present and 


New York Agents Meeting 
at Syracuse, May 25-27 


Wm. B. Calhoun, James A. Beha, 
Albert Conway and Randolph 
Buck Among Featured 
Speakers 


Completed plans point to a highly 
successful meeting of the New York 
State Association of Local Agents at 
Syracuse, May 25-27. 

The meeting will follow the usual 
schedule. The directors will hold an 
executive session on Monday and in 
the evening a get-together or dinner 
will be held. 

On Tuesday morning the reports of 
the president, Theodore L. Rogers, and 
the secretary-treasurer, Charles F. 
Miller, will be heard. The addresses 
scheduled to follow are: 

“National Association’”—William B. 
Calhoun, chairman of the executive 
committee, National Association of In- 
surance Agents. 

Address—Harvey B. Nelson, presi- 
dent, New Jersey Board of Under- 
writers. 

“Casualty Insurance Problems Due 
to Present Economic Conditions”— 
James A. Beha, general manager, Na- 
tional Bureau of Casualty and Surety 
Underwriters. 

“Reciprocity”—Randolph Buck, man- 
ager, Western Factory Insurance As- 
sociation. 

“Something New and Different’”— 
Wellington Potter, introducing R. J. 
Pierney of Rochester, N. Y. 

Frederick L. Bruns, president of the 
Excelsior Fire, will follow his custom 
of tendering a complimentary luncheon 
to the convention on Tuesday. The 
afternoon will be devoted to group 
sessions at which farm insurance, vil- 
lage insurance, casualty insurance, in- 
land marine and special covers will be 
discussed. 

Judge Albert Conway will preside 
as toastmaster at the banquet Tuesday 
night. Charles P. Butler of the De- 
partment, Assemblyman Horace M. 
Stone and Samuel B. Botsford will be 
the speakers. 

On Wednesday morning committees 
will report, general discussions will 
take place and officers for the ensuing 
year will be elected. 








emphasized the desirability of better 
developed underwriting departments 
with a broadening of the contacts be- 
tween the underwriting officers and the 
many companies. 

The underwriting library was dis- 
cussed by Morris Petler, statistician, 
supervisor of risks office, Mutual Life, 
and F. N. Everett, manager ordinary 
issue department, Prudential. 
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Casualty Men to Fight 
Marine Competition 





R. A. Algire Heads Committee of 
20 Companies to Revise 
Present Laws 


Marine competition, long called a 
bugbear to casualty and surety under- 
writers, is to be the target of a deter- 
mined fight in New York this summer, 
according to reports. Following closely 
upon Superintendent Van Schaick’s 
widely discussed address of a week 
ago, twenty important casualty and 
surety companies met in New York to 
form a committee which they called 
“Casualty Committee to deal with 
Marine Competition.” Russell A. Al- 
gire, vice-president in charge of the 
National Surety’s burglary department, 
and a popular New York burglary 
underwriter, is chairman. 

Chiefly, the casualty and surety men 
object to the overflexibility of Sections 
70 and 150 of the insurance law, and 
demand that these laws be strengthened 
to provide for equality. They point 
out that under the existing code nearly 
every form of casualty and surety in- 
surance can be written under an inland 
marine policy without being subject to 
the same rate regulations as casualty 
insurance. This promotes rate irregu- 
larities and discriminatory competition, 
they believe. 

The interested companies further de- 
clare that past efforts to solve the prob- 
lem by voluntary agreements between 
the two branches have been unsuccess- 
ful, and definite action must now be 
taken by the superintendent of insur- 
ance and the legislature. 

In an exhaustive legal brief drawn 
up partly by John J. Iago, vice-presi- 
dent of the Fidelity and Deposit of 
Maryland, the entire history of the 
situation is set forth. 

The brief presents review of the 
number of attempts to define “marine 
insurance, particularly inland marine, 
and stresses the point that marine 
underwriters have been accustomed to 
assume broad interpretations of these 
definitions. 
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LARGE BOND WRITTEN BY AETNA 


The Aetna Casualty and Surety 
Company last week signed, as surety 
for the Wenzel and Henoch Construc- 
tion Company of Milwaukee, a contract 
bond to the amount of $2,500,000 in 
favor of the Metropolitan District 
Water Supply Commission of Massa- 
chusetts. This bond guarantees the 
satisfactory completion of a hard rock 
tunnel to be constructed in the towns 
of Barry, Hardwick and Greenwich— 
a continuation of the Wachusett-Cold- 
brook tunnel already completed. The 
cost of this job will be $4,978,031.80. 
Reinsurance has been placed with a 
number of other strong bonding com- 
panies. 








“It would hardly seem,” says the 
brief, “that a policy insuring against 
any and all kinds of damage or loss of 
securities contained in a safe deposit 
box in a bank’s vault would properly be 
called an ‘inland marine insurance pol- 
icy.’ It is a fact, however, that some 
marine companies and marine depart- 
ments of fire companies are writing 
such insurance extensively and claim to 
have the right to do so. It would be 
difficult, if not impossible, to deny their 
claim because a marine underwriter 
could easily draft such a policy by 
using some of the phraseology of Sec- 
tion 150. On the other hand, a casualty 
and surety underwriter could provide 
insurance only against a loss of such 
securties by theft, which, in fact, would 
be the coverage actually desired by the 
owner of the securities. 

“The marine underwriter’s ability to 
insure against ‘all risks’ (including 
theft, of course) give him an advantage 
in competition with the casualty and 
surety underwriter. This in spite of 
the fact that it is difficult to conceive 
how actual loss could be sustained by 
the owner unless the securities were 
stolen and negotiated by the thieves. 
It would seem to be a reasonable con- 
tention that a safe deposit box perma- 
nently located in a bank’s vault and 
leased by some individual for his pri- 
vate and exclusive use is, in fast, a 
premises of the lessee in the same sense 
that an apartment leased by him is his 
premises.” 


A subcommittee with the American 
Surety, the Fidelity and Deposit, and 
the National Surety as members will 
confer with the Insurance Department 
of New York on the problem, and 
results are expected. 


Darby Day Company 
Up For Auction 





A. H. Karatz Interests Offer 
$15,000 for Entire Assets; 
Few Other Bids Made 


Cuicaco, May 19.—The true condi- 
tion of the finances of the defunct 
Chicago Fidelity and Casualty Com- 
pany was revealed here on Monday 
when a bid of $15,000 for all of the 
company’s assets was received at the 
auction ordered by the superior court. 
This bid was for assets given a book 
value of $1,984,268 by the defunct 
company. 

The bid was received by Alvin S. 
Keys, receiver, from Madison Walsh, 
of Indianapolis, representing A. H. 
Karatz, whose Chicago address is the 
same as the defunct company. Mr. 
Walsh would not speak in detail of 
the interests back of the Karatz bid. 
It is rumored, however, that he repre- 
sents the promotors of the company, 
Darby A. Day, Jerome B. McCutchan, 
W. P. Anderson and others, who are 
said to be desirous of cleaning up their 
own individual liability incident to the 
promotion. 

The assets were first offered by 
classifications, and during this phase 
of the bidding only three tenders of 
$100 each were received. These were 
for 4000 shares of stock of the 5200 
Sheridan Road Building Corporation, 
for $252,000 of delinquent bonds on 
the same property and for the $691,- 
186 of mortgages on southeastern Mis- 
souri real estate. 


The last named bid was made by 
E. F. Sharp of New Madrid, Mo., an 
attorney representing Donald A. 
Downie of that city. Mr. Sharp previ- 
ously had served notice on the bidders 
that his client had attached the real 
estate in question. The bids are sub- 
ject to approval by the court. 

It is estimated that the company’s 
liabilities, exclusive of the capital stock 
and paid in surplus account, approxi- 
mate $600,000, principally the claim of 
$500,000 made by the Federal Surety 


(Concluded on page 39) 
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CHARLOTTE 





Queen City of the Carolinas 


Royal in name and heir apparent to prosperity— 
Charlotte, North Carolina has far surpassed the vision 
of those early settlers who so solemnly dedicated the 


Princess 





new settlement to the honor of their sovereign 
Charlotte, wife of George the third. 

Midway between New York and Atlanta, overnight 
from the capital of the Nation, Charlotte is the natural 
distributing point for one of the richest territories of 
the United States. It is the center of a network of im- 
proved state highways, leading to the mountains and the 
sea. Through Charlotte pass four of the important 
Railway Systems of the South; the 


more than 10,000,000 spindles. The growth of the aye- 
ing, bleaching and finishing departments is a logical de- 
velopment of the parent industry. The finest domestic 
tobacco of its nearby plantationsy luscious peaches from 
the orchards of her southeastern territory and live stock 
from every section, all pass through Charlotte to a wait- 
ing and ready market. The spirit of the Queen City is 
best described by Roger Babson, famous economist: “The 
real assets of Charlotte are the energy, the ambition, the 
industry, the wisdom and above all the character of her 


” 


leaders. 


It is the people who make the place. 
The representative industrial city 





Southern, the Seaboard, the Nor- 
folk and Southern; and the Pied- 
mont and Northern having more 
than 100 passenger trains daily. 
Charlotte has long been recog- 
nized as the focal point of the ever 
expanding textile industry of the 


South. Within a radius of 150 miles 





Charlotte has 
Indemnity 
Company and New York Indemnity 


of the two Carolinas, 


been chosen by Union 
Company as the logical location for 


their Carolinas Service Branch. And 





here you will find the same courtesy, 
co-operation and mutuaz interest that 
characterize the service of the In- 





there are 795 textile plants operating 


surance Securities Group from coast 
-~ «@ to coast. 


Union Invemniry Company 


A DIVISION OF 


INSURANCE SECURITIES COMPANY, 


INC 


New York Indemnity Company 


Detroit Life Insurance Company 
Union Title Guarantee Company, Inc. 


Bankers & Merchants Fire Insurance Company 


EXECUTIVE OFFICES: 


UNION 








INDEMNITY BUILDING. NEW 


Iowa Fire Insurance Company 
La Salle Fire Insurance Company 


Union Title and Trust Company, W. B. P. 


ORLEANS 100 MAIDEN LANE, NEW YORK 
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MOTT T. SLADE MADE AETNA 
MANAGER AT ROCHESTER 


Mott T. Slade, for eight years man- 
ager of the Wheeling branch office of 
the Aetna Casualty & Surety Co. and 
of the accident and liability depart- 
ment of the Aetna Life, has been ap- 
pointed manager of the Rochester 
branch. Mr. Slade succeeds W. B. 
Gracey, acting manager at Rochester, 
who has been appointed manager of 
the recently established Aetna branch 
office at Tulsa, Okla. 

Mr. Slade, a graduate of Wisconsin 
University, has been associated with 
the Aetna companies for the past 19 
years during which time he has served 
in many important capacities. After 
working as cashier at the Milwaukee 
branch, he was appointed in 1914 as- 
sistant cashier, New York branch office. 
In 1916 he was made assistant to the 
manager at the Philadelphia branch, 
where he remained until 1923, when 
he went to the Wheeling office. 


NEBRASKA ORDERS CHANGE IN 
A. & H. POLICIES 


J. L. Kizer, commissioner of insur- 
ance and securities in Nebraska, says 
the wrecking of an automobile has 
nothing to do with the extent of in- 
juries to be compensated under acci- 
dent and health policies. Accordingly, 
he has ordered al! companies writing 
the insurance to eliminate such clauses 
from their policies in Nebraska. His 
letter follows: 

“Owing to the fact that modern con- 
struction of automobiles is such that 
the car will frequently stand unbeliev- 
able punishment without ‘disablement’ 
and that persons may be seriously in- 
jured or even killed without ‘disable- 
ment’ of the car, we are of the opinion 
that no accident policies providing for 
loss while riding in an automobile or 
other vehicle should be limited to injury 
caused by the ‘wrecking or disablement’ 
of the automobile or conveyance. 


News from the Southern Field 


BIRMINGHAM, ALA. May 19.—A 
surety bond of $5,000 for each firm 
dealing in securities and $1,000 for 
each salesman would be provided under 
terms of a bill introduced in the Ala- 
bama legislature at the instance of the 
State securities commission. The 
measure has the endorsement of the 
Alabama Investment Bankers Associa- 
tion and is designed to throw further 
safeguards around security investors. 
Banks and security dealers who have 
been continuously in business in a fixed 
place for more than 10 years or who 
have net assets of more than $100,000 
would be made exempt from provisions 
of the proposed law. 

The bill would also enable the State 
to promptly secure an _ injunction 
against a dealer committing a fraud 
rather than relying on a criminal suit 
which is slow in obtaining desired re- 
sults. Temporary receiverships would 
also be provided so that assets or money 
may be conserved for stockholders and 


creditors. de % 


The lower house of the Alabama 
legislature has voted to impose for 
another four year term the present 
franchise tax of $2 per $1,000 of capi- 
tal stock of foreign corporations, in- 
cluding insurance companies operating 
in the State. 

a 

The workmen’s compensation law in 
Alabama would be liberalized under 
the terms of a bill sponsored by the 
Alabama Federation of Labor and in- 
troduced in the legislature by Repre- 
sentative Barber of Birmingham. The 
scale of benefits would be increased. 

Under the revision compensation of 
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60 per cent of the regular wages re- 
ceived at the time of the injury would 
be provided. The figure is now 50 per 
cent. Minimum compensation under 
the present law is $5 per week which 
amount the revision would increase to 
$10 a week. Likewise the maximum 
compensation a week would be _ in- 
creased from $15 to $24. 

In addition the allowance for medical 
treatment, at present providing for 
$100 for the first 60 days after injury 
would be increased to $250 and the 
maximum liability of an employer 
would be raised from $5,000 to $6,000. 
Also the waiting period for the begin- 
ning of the compensation would be 
decreased from two weeks to one week. 

* =a 2 

Approval of a proposed increase of 
3% per cent in rates on compensation 
insurance has beén announced by the 
Alabama Bureau of Insurance. The 
increase which is effective June 30, was 
proposed by the National Council on 
Compensation Insurance. Approval 
according to Frank Spears, State com- 
pensation clerk, was on account of 
presentation of conclusive evidence that 
compensation insurance is a losing line 
of insurance in this country, being a 
medium of protection rather than 
profit. 


* x * 


The upper house of the Alabama 
legislature has passed the Teasley auto- 
mobile responsibility bill and it now 
goes to the lower house for action. The 
measure in effect’ would provide that 
autoists convicted of criminal negli- 
gence would be compelled to take out 
liability insurance before receiving 
registration. 
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“Therefore, all policies carrying the 
words ‘injury due to the wrecking or 
disablement of the automobile or con- 
veyance’ or similar phrases will not be 
approved by this department on and 
after May 18, 1931, and approval is 
hereby withdrawn of all such policies 
formerly approved by this department. 
No policy heretofore issued containing 
the above clause shall hereafter be 
renewed unless a rider is attached 
thereto amending it in accordance with 
this order.” 











WHAT DO CONFERENCE 
STOCK CASUALTY INSUR- 
ANCE COMPANIES DO 
TO EXPOSE AND PROS.- 
ECUTE FRAUD?P 


Many thousands of dollars are each year 
stolen from business concerns and _ indi- 
viduals through fraud. Crooked claims 
against insurance companies by both ama- 
teur and professional thieves comprise a 
large part of this loss. 


Conference stock casualty insurance com- 
panies maintain cooperatively a legal or- 
ganization for the purpose of collecting 
data involving fraudulent claims, and ex- 
posing and prosecuting their perpetrators. 
Data on suspicious claims are referred to 
this organization, and become available to 
all members, as well as to public authori- 
ties and private organizations of similar 
character. 

The beneficial effects of this work car- 
ried on by conference stock casualty com- 
panies are not restricted to insurance 
carriers and policyholders. All classes of 
business and individuals are benefited. In- 
surance rates are correspondingly lower, 
also, because of the tendency to reduce 
financial loss. 


Great American 
gudemnify Company 
New Pork 
CASUALTY SURETY 


‘hate gladly roche 
your questions 
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22 Garfield Place, 


John A. Lanee 
9 Clinten St. 
Newark, N. J. 


EUREKA-SECURITY 
FIRE and MARINE 
Insurance Company 


Cincinnati, O. 


CAPITAL $1,000,000 
—o 


Established 1864 
4- 


AN OLD COMPANY WITH 
AN EXCELLENT RECORD 


—e 


STATE AGENTS 


New York 


George H. Reuter 
P. O. Box 299 
Syracuse, N. Y. 


New Jersey Pennsylvania 


George A. Reynolds 
901 Columbia Bidg. 
Pittsburgh, Pa. 






































NEW YORK SAN FRANCISCO 
MINNEAPOLIS RICHMOND 
LOS ANGELES INDIANAPOLIS 


Marsh & McLennan 


INSURANCE 
Fire Liability Marine 


164 W. Jackson Blvd., Chicago 








PHOENIX 


ASSURANCE COMPANY, Ltd. 
of LONDON 


150 WILLIAM STREET NEW YORK 








149 years of successful business operation. 


PHOENIX 


INDEMNITY COMPANY 


NEW YORK 


DEPENDABLE 
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INSURANCE 
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OPPORTUNITY! 


Desirable Territory Open for Gemeral Agencies 
Liberal Contracts. 
THE CAPITOL LIFE INSURANCE COMPANY 
Denver, Colorado 






















RR 





eee —— 





| Assets Gain Nearly 
15 Millions 


Total Admitted Assets, December 31, 1930 
$148,905,570.40 


Total Admitted Assets, December 31, 1929 
$133,931,890.94 


$14,973,679.16 
BANKERS LIFE COMPANY 


GERARD S. NOCLLEN, President 


Established 1879 


| Gain, 1930 over 1929 
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Des Moines, Iowa 
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of turning a part of its attention to- 
ward preventing misfortune itself. Such 
an institution, Mr. Whitney said, would 
not only carry the burden of humanity, 
but carry it in such a way, “that it 
would appeal both to the head and to 
the heart.” 

The professor traced the develop- 
ment of conservation, and emphasized 
the fact that more than four times as 
much is paid out every year by steam 
boiler insurance companies for inspec- 
tion services than is paid for actual 
losses. 

Mr. Whitney said that during the 
“time lag” period, if insurance com- 
panies carried on a rigid program of 
accident prevention they would reap a 
profit far in excess of their expecta- 
tions. Rates might then be lowered, 
but it would still be necessary to carry 
on the program in order to prevent 
backsliding. In order to do this an 
expense loading would be figured out 
so that the policyholder would pay for 
prevention service just as the steam 
boiler insurance policyholder pays for 
inspection service. 

Robert S. Huil, supervising account- 
ant, Woodward, Fondiller and Ryan, 
read a paper on “The Function of Ad- 
ministrative Statistics in Casualty In- 
surance.” He advised the actuaries to 
be more firm in their decisions relating 
to statistics and to assume an execu- 
tive attitude in order to eliminate waste 
in their departments. 

Following Mr. Hull, Charles S. Gra- 
ham, of the New York State Fund, 
summarized his paper on “The New 
York Unit Statistical Plan,” and Joseph 
Linder, of Woodward, Fondiller and 
Ryan, read a paper, “A Suggested Mod- 
ification in the Policy Year Method of 
Compiling Experience Data for the 
Making of Automobile Insurance 
Rates.” 

Charles W. Jackson, actuary, Postal 
Life Insurance Company, read a paper 
written by Albert H. Mobray, consult- 
ing actuary, of Berkeley, Cal., on “The 
New French Social Insurance Law.” 

Roy A. Wheeler, vice-president and 
actuary of the Liberty. Mutual Insur- 
ance Company, Boston, presented his 
paper on “The Relation Between Work- 
men’s Compensation Experience and 
General Business Activity.” 

The morning session closed with the 
reading of the papers, and a delightful 
luncheon arranged by Roy Wheeler and 
his committee was served in one of the 
Statler private dining rooms. 

After luncheon, Paul Dorweiler, actu- 
ary, accident and liability department, 
Aetna Life Insurance Company, pre- 
sided over the open forum session. 

As citizens and as insurance men, the 
actuaries enthusiastically and some- 
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times indignantly voiced their opinions 
on the question: “What practical meas- 
ures can insurance carriers sponsor to 
improve the automobile accident situ- 
ation?” 

A brief paper sent in by R. J. Sulli- 
van, vice-president of the Travelers, 
was read by Thomas F. Tarbell. Mr. 
Sullivan voiced the belief that public 
indignation concerning the situation 
would be very much aroused if enough 
prominent people featured in a day’s 
accident toll, and results might then 
be expected. 

“Insurance may be first to be crit- 
icized,” Mr. Sullivan wrote, “And for 
that reason, insurance men must be the 
first to be aroused and to take con- 
structive measures to correct the situ- 
ation.” 

Mr. Sullivan declared that under- 
writers must be sure that the man who 
does not deserve insurance coverage 
does not get it, and that the man who 
gets it deserves it. He said that under- 
writers should not hesitate to cancel a 
contract as soon as they are suspicious 
of its owner. 

“The public is in need of safety 
education and every insurance com- 
pany has an opportunity individually 
through its agents and policyholders, 
and collectively through the National 
Bureau, and other organizations, to 
push that safety education along. As 
such safety education progresses, the 
public will ask for better motor ve- 
hicle laws and ask for better enforce- 
ment of such laws than it has demanded 
thus far.” He declared that his com- 
pany has found education a practical 
means of combatting accidents. 

Many of the members agreed that 
joint conferences among the insurance 
and motor vehicle commissioners and 
the insurance companies might bring 
about practical results. Most of the 
valuable traffic engineering and safety 
rules already planned by expert en- 
gineers might be put into practice as a 
result of such meetings, they believe. 

Some of the actuaries thought that 
the punitive measures for autocide 
were insufficient and too mild. They 
believe that sterner laws should be en- 
acted to punish the reckless driver who 
becomes involved in a fatal accident. 

On the open forum question concern- 
ing prompt payment of compensation 
claims opinion was sharply divided. 
The hypothesis of the forum had al- 
ready suggested three methods of stim- 
ulating payment: discount on prompt 
payments, interest charges on delayed 
payments, automatic promulgation of 
credit information by administrative 
bureaus on risks canceled. 

These suggestions were considered 
revolutionary and impractical. To offer 
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Casualty Actuarial Society Meets in Boston Auto Deaths Exceed High 


(Concluded from page 10) 


1930 Record 


HARTFORD, CONN., May 19.—More 
than 180,000 persons have been injured 
and killed in 162,000 automobile acci- 
dents during the first quarter of this 
year, the number of deaths totalling 
nearly 6600 for the entire country. 
This record of injuries and deaths is 
shown by analyses of deaths and acci- 
dents received by the Travelers Insur- 
ance Company from State officials. The 
reports of deaths were received from a 
majority of all States, while the analy- 
ses of accidents, fatal and non-fatal, 
were received from States having more 
than 30 million population. The gain 
in the fatality record for the first 
quarter was more than 9 per cent. 

More than 44 per cent of the acci- 
dents occurred at street intersections. 
Deaths at intersections, however, have 
totalled only 22 per cent as against 43 
per cent of all fatalities because of 
accidents occurring on State highways. 

Driving at excessive speeds, on the 
wrong side of the road, failure to grant 
right-of-way, and cutting in and out 
of lines of traffic caused 73 per cent 
of the accidents and 57 per cent of the 
deaths due to actions of drivers. 
Motorists who have been unable to 
keep cars under control, thus allowing 
them to plunge off roadways, have 
caused 15 per cent of the accidents and 
36 per cent of the deaths due to the 
actions of drivers. 

Each month of the first quarter of 
the year has shown an increase in 
motor vehicle fatalities. Reports re- 
ceived from States having more than 
96 million population in January show 
an increase of more than 13 per cent. 








discount for prompt payments would 
increase rates, the actuaries believed. 
It was thought that wealthy risks alone 
would profit. 

To disseminate credit information 
would cost more than it would be worth, 
it was stated. To charge interest on 
delayed payments would be to discrim- 
inate in the manner of rates, they said. 

The actuaries were advised by one 
member to follow their usual course 
of action more carefully to discover 
whether it had really proved inade- 
quate. 

The meeting adjourned late in the 
afternoon, and many of the members 
were taken to the Belmont Spring 
Country Club where they were enter- 
tained at dinner by four of the Bos- 
ton companies: the American Mutual, 
the Liberty Mutual, the Lumberman’s 
Mutual, and the Employers Liability 
Assurance Company. The same com- 
panies were to conduct a Saturday 
morning motor tour of Lexington, Con- 
cord and other historical towns near 
Boston, 
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COME TO 
SOUTHERN CALIFORNIA 


The land of prosperity and health. Unrivalled as 
an agricultural, industrial, home community, where 


industry is alive and living is a pleasure. 


Real Money for live wires with 


PACIFIC STATES 
LIFE INSURANCE COMPANY 


Hollywood, California 





William L. Vernon, President 


R. N. Stevenson 
Vv. P. & Agency Mgr. 





























Maryland ! ! 


General Agency positions open at 


CUMBERLAND ROCKVILLE 
FREDERICK WESTMINSTER 
HAGERSTOWN 


Excellent Territory—Special Direct Contract 
Whole -hearted Home Office Cooperation. 


George Washington Life Insurance Co. 
Charleston, West Virginia 


Guard - O - Gram 


from Home Office: Buffalo 


AMERICAN AUTOMOBILISTS APPRECIATE 
OPPORTUNITY TO BUY AUTOMOBILE 
INSURANCE IN THIS PARTICIPATING 
STOCK COMPANY STOP LAST YEAR NET 
PREMIUMS INCREASED 33’2 PER CENT 
OVER 1929 STOP WE SHARE PROFITS 
WITH POLICYHOLDERS BY ALLOWING 
10 PER CENT OFF "CONFERENCE" 
RATES AS OUTRIGHT DEDUCTION STOP 
ALSO 10 PER CENT ADDITIONAL FOR 
MERIT RATING STOP CLAIMS 
REPRESENTATIVES FROM COAST TO 
COAST STOP AGENCIES OPEN IN 
EIGHTEEN STATES. 

OWEN B. AUGSPURGER, PRESIDENT 

GUARDIAN CASUALTY COMPANY 












































vam | 


ROYAL 
UNION 
LIFE 


INSURANCE COMPANY 
Des Moines, Iowa 


Paid to Policyholders 


Insurance in Force, Over 


$33,900,000.00 
$148,196,179.00 











CLEAN UP WEEK 














O. L. & T: Protection 


THE MONTH of May is general clean up time 
for most householders, and usually uncovers 
hazards requiring O. L. & T. protection. 
THE NEED for this coverage is seen at most 
every turn. 

COMMONWEALTH’S unique O. L. & T. Con- 
tract makes a strong appeal, sells easily and 
carries a good commission. Check the pros- 
pects in your neighborhood. 


Commonwealth Casualty Co. 
(OLDEST PHILADELPHIA CASUALTY COMPANY) 
Philadelphia 


W. FREELAND KENDRICK 
Presideot 
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INTERNATIONAL RE- TO BECOME Auction Day’s Company J. F. BRADY, JR., APPOINTED 












Te 
DELAWARE CORPORATION 
A plan to reincorporate the Inter (onetates fre page 38) Pc : a a ri er nd 
in Ne inted manager o e claims depart- 
national Re-Insurance Corporation, of Company, whose suit precipitated the ment of the Globe Indemnity Fons sac 
Los Angeles, under the laws of Dela- receivership. in St. Louis, Mo., to fill the vacancy 





ware was ratified by the stockholders The $15,000 offer was made subject caused by the accidental death of Ed- 
of the company at a special meeting to an escrow agreement to be accepted win Allen Sellers on May 11. Sellers 
held last Monday. The new corpora- by the receiver and court, but no de- accidentally shot and killed himself 
tion will continue under the original tails as to what this agreement would cleaning a revolver in the office of the 












name and will take over the assets and contain were revealed. company. 

assume the liabilities and operate the The principal items in the company’s <a 

business as under the old charter. assets included $664,320 of stocks, BANKERS INDEMNITY ELECTED 
The former corporation will receive $691,186 of mortgage loans, and ac- The Bankers Indemnity Insurance 





150,000 shares of the stock of the counts receivable of $618,489 from the Co. of Newark, one of The American 
new corporation, and it is planned to Darby Day Investment Corporation Group, has been elected a member of 
distribute this stock to present stock- and $8,262 from the Continental In- the Bureau of Personal Accident and 
holders on a_share-for-share basis. demnity Company. Health Underwriters. 


The new corporation will have an au- 






























thorized capital stock of 300,000 shares 
of the par value of $10 each, of which 
150,000 will be presently outstanding. 
The name of the present California 
corporation will be changed to the In- 
surance Certificates, Inc. 





J. L. MEE WITH R. C. RATHBONE 
& SON, INC. 

Announcement is made that John L. 

Mee, formerly president of the Equit- 












































































able Casualty and Surety Company, 
New York, has joined the New York 
brokerage firm of R. C. Rathbone & S 
Son, Inc. Before becoming president <a ERVICE. 
of the Equitable Casualty in 1929, Mr. 
Mee had been superintendent of agents 
of the National Surety, and has had NATIONAL SELLING AIDS 
/ wide experience in selling as well as SERVICE 
executive work. 
Siiiadiiili A number of agents have found the 
Plate Glass answer to a higher premium volume in 
FIDELITY AND CASUALTY COM- Burglary 1931 . 
PANY TO MOVE Public Liability eo be im the “selling a | 
During the last week of May, the Compensation “CENTRAL.” 
Fidelity & Casualty Co. of New York Accident and ; 
will celebrate its 55th birthday by mov- Health 1. Clear and complete book. “How to Ab- 
ing its executive offices from 97 Cedar Insurance stract a Client’s i icetnieaah ” 
St., where it has been for the past Fidelity and Surety : 
20 years, to 80 Maiden Lane, the home Bonds 2. Abstract forms on request. 
of the America Fore fire insurance ai 3. Full line of advertising folders that sell. 
: ies. PITAL ———- 
eee ‘ 4. Bed-rock quantity price on calendars and 
The F. & C. offices will occupy all of $1,000,000 leather-bound year beoles 
the sixth and eighth floors at 80 Maiden ‘ 
Lane and large parts of the seventh, SURPLUS 5. Full bail-and-release-of-attachment bond 
ninth and tenth floors. The America TO service. 
Fore fire insurance companies occupy POLICY- 6. Policy “leaders” that anticipate insur- 
all of the 22nd, 23rd, 24th and 25th HOLDERS ance needs. . 
floors, much of the 21st and about half $2,000,000 
ow SERVICES THA 
The present force of the F. & C. RESOURCES T SELL 
home office numbers about 900, and $4,000,000 
in addition there are some 1350 branch RAL SURETY 
office and field employees and 13,000 
SURANCE 


agents. When the company began 
business at 176 Broadway in 1876, the 
year in which the telephone was in- 
vented, the staff consisted of four ex- 





“CORPORATION. 


DENNIS HUDSON 













ecutives, two clerks and an office boy. : President 

The last-named was Robert G. Hillas, KANSAS CITY, MISSOURI 
who some years later became president 

of the company. 
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Prominent Agents and 
Brokers 








Leon Irwin & Co. 
NEW ORLEANS, LA. 


Brokerage Lines Solicited 








Established 1865 by David Parks Fackler 
EDWARD B. FACKLER WILLIAM BREIBY 
FACKLER and BREIBY 
Consulting Actuaries 


Aadits Caleulations Censultants 
Examinations aluations 


25 CHURCH STREET NEW YORE 


MILES M. DAWSON & SON 
CONSULTING 
ACTUARIES 


500—Sth Ave.—at 42nd Street 
NEW YORK 


—<$< 











WOODWARD, FONDILLER and RYAN 
Consultants 


Actuarial, Accounting and 
Management Problems 


90 John St. New York 


DONALD F. CAMPBELL 


CONSULTING ACTUARY 
160 No. LA SALLE 8T. Telephone State 7298 


JAMES H. WASHBURN, F. A. 1. A. 


Group, Industrial an 


GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


150 NASSAU ST. NEW YORK 


JNO. A. COPELAND 
Consulting Actuary 


Suite 1027, Candler Bldg. 
ATLANTA, GEORGIA 


ERSTON L. MARSHALL 
CONSULTING ACTUARY 
301 Iowa Building 
DES MOINES, IOWA 


T. J. MCCOMB 
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